M4 
: 


‘THE EASTERN UNDERWRITER — 


[SuccrEDING THE JOURNAL OF INSURANCE EconoMICS, ESTABLISHED IN 1899] 


A WEEKLY NEWSPAPER COVERING ALL BRANCHES CF INSURANCE. 








Twelfth Year No. 14 


$3.00 a Year; 15c. per Copy 


New York and Boston, Thursday, April 6, 1911. 








HOW AGENTS VIEW IT 


GENERALLY SIGNING AGREEMENT. 


Union Company Officials Pleased With 
Progress of New Commission 
Plan. 


Two months have now elapsed since 
local agents in the Eastern field, out- 
side the cities of Boston, Buffalo, New 
York, Philadelphia, Pittsburg and Balti- 
more, had submitted them for signature 
the new commission agreement of the 
Eastern Union companies, and manag- 
ing underwriters express themselves as 
being well pleased with the results thus 
far attained. 

If the success of the movement is not 
yet completely assured, as one execu- 
live Officer expressed it, “it is far more 
promising than at any period since 
the present campaign began.” 

True it is that a great deal of hard 
work yet remains to be done, and man- 
agers make no secret of the fact that 
serious trouble is likely to be encoun- 


tered at Buffalo and Baltimore, not only | 


from the agents, but from strong com- 
panies having large vested interests, 
and naturally anxious to conserve them. 

But making full allowance for the 
problems yet. unsolved, the prevailing 
home office sentiment is that the new 
Eastern Union program will be adopted, 
and that while experience will compel 
modification of some of its regulations, 
these will be of a minor character and 
can be effected without difficulty. 

Agents, as might be inferred, view the 
agreement variously. In the first place 
they have not the knowledge of its 
scope and operation possessed by head 
office men, nor are the special agents, 
as a rule, able to satisfactorily en- 
lighten them. Much-of the prejudice 
against the new order, The Eastern Un- 
derwriter is convinced from a careful 
study of both head office and field senti- 
ment, is born of lack of definite knowl- 
edge by the agents, and the dread that 
tucked away in the agreement are 
clauses that under certain conditions 
will be invoked to the injury of the 
local representative. 

Company executives deny most vigor 
ously that the plan is designed in any 
way to trap the unwary, or that it con- 
iains a single condition not easily un- 
derstood. It is a voluntary pledge that 
is asked of the agent, and if he does 
Rot care to take it, he is very free to 
continue his old arrangement without 
prejudice. On the other hand, the com- 
pany men not unnaturally expect that if 
their respective expense accounts be in- 
creased on an average three per cent., 
they get something substantial in re 
turn, and the present plan of compensa- 
tion (15, 20 and 25 per cent. as against 
15 per cent. flat formerly given) was 
designed to gain for the Union offices 

(Continued on page 15.) 


DIRECTORY OF DEPARTMENTS 
Life Insurance. . . 





Casualty & Surety............ 


Organized 1853 


THE HOME 


Insurance #% Company 
New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 


GWTH ANNIVERSARY — POLICY 


| OF PHOENIX MUTUAL LIFE. 


Embraces Liberal Features of Modern 
Contracts and Embodies Some 
Peculiar to Company. 


In celebrating the sixtieth anniver- 
| sary of its formation, the Phoenix Mu- 
| tual Life has issued an attractive con- 
tract styled the “Sixtieth Anniversary 
Policy.” 

Grace of 31 days is allowed without 
interest charge and provision is made 
|for reinstatement at any time after 
lapse, the old indebtedness (within the 
loan limit) being carried as a loan at 
| five per cent. interest. 

Whole or limited payment life poli- 
| cies can be changed for policies provid- 


Assets, January Ist, 1911 

Liabilities (including capital) 

Reserve as a Conflagration surplus 

Net Surplus over all liabilities and reserves 


SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


$30,178,913 
16,349, 3u0 
1,500,000 
12,329,613 


Insures against loss of real and personal property, rental income, 
use and occupancy, earned profits and | ing for a higher rate of premium during 
commissions by | the first five years. 


Fire, Lightning, Wind-storm, Automobile and | The dividend at the the first 
Inland Transportation Risks year may be used to extend the insur- 


ance for the value. 
= | Should a Joan the policy is 
returned to the owner after proper en- 


end of 


amount of its 





be made, 


dorsement is made thereon 
Dividends are payable at the end of 
Entered United States | the first year, regardless of whether the 
1866 


North British 
and Mercantile 


second premium is pail or not. 

The face of the policy 
{claim will be paid in monthly 
| ments, if desired. 

A description of the policy, as issued 
| by the company, is given herewith: 

“The policy, which is the entire con- 
tract, has a reserve sufficient to meet 
| all requirements at only a 3 per cent. 
| rate of interest through the future, and 
| the earnings in excess of that go to 
| increase the returns to policyholders 


in case of a 
instal- 


Insurance Co. 


Established 1809 





| and beneficiaries. At the age of 85, the 
| holder of a Life policy can have cash 
es , : | value equal to the full face of the pol- 
Since 1866, when the North British & Mercantile entered the United | icy, though age 96 is the age contem- 
| plated in the ordinary table of compu- 
|tation. There is no ‘warranty’ or bind- 
ing assurance that everything is as 
represented by the applicant in his ap- 
plication. There are no restrictions as 
to travel or occupation, and the Com- 
pany can make no contest against pay- 
ing the claim after the policy has been 


States, 1,833 Fire Insurance Companies have failed or retired 

















in force a twelve-month. There is no 
provision that the policy becomes effec- 
tive on delivery and the payment of 
premium during health. 

Grace Period. 

“Premiums paid a month or more 
before due are discounted at rate of 3 
per cent. Grace of 31 days is allowed 
in payment of premiums, and no in- 
terest charged. The policy can be re- 
instated any time after lapse, and old 
indebtedness and premium arrears may 
be carried as a loan at 5 per cent., up 
to the limit of the loan value. 

“Without medical examination, 
Whole or Limited-Premium Life polli- 
cies can be changed for policies of 
higher premium—during the first five 
years by paying the back-difference in 
premiums with 3 per cent. interest, and 
after five years by making up the dif- 
ference in reserve. 

“Non-forfeiture cash, loan and paid- 
up values can be had after only the 
second annual premium. The sur- 
render charge is only 1 per cent. and 
is nothing after the ninth year. Frac- 
tional premiums proportionately in- 


ASSETS $23,839,859.97 


ASSETS IN EXCESS OF ALL LIABILITIES 
TO POLICY HOLDERS 


$2,169,028.05 


SURPLUS INCREASED IN NINETEEN HUNDRED AND TEN 
TWENTY-THREE PER CENT. 


$213,000.00 


IF YOU ARE NOT A GENERAL AGENT, WHY NOT BE ONE? 
Communicate Direct with the Home Office of the 


Pittsburgh Life and Trust Company 
PITTSBURGH 


W. C, BALDWIN, PRESIDENT 


LIABILITIES $21,670,831.92 
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crease the money values. Values can 
be reckoned at any moment during the 
year from the table and formula 
printed in the policy. 

Paid Up and Extended. 

“Without request—i. e., automatical- 
ly—the insurance is continued at its 
full face value, less any indebtedness, 
for a period printed in the policy, 
should the insured fail to pay any 
premium after the second. And even 
at the end of his first year, the divi- 
dend then due can be employed to ex- 
tend the insurance, for the amount of 
its value. All extended insurance has 
cash and loan values and can be ex- 
changed for paid-up insurance. 

“Paid-up policies share regularly in 
the Company’s earnings, have cash and 
loan values and are exchangeable for 
extended insurance on evidence of 
health. 

“Loan value is always the same as 
the cash value and loans may be .ob- 
tained up to the limit of future years’ 
values simply by paying the premiums 
thereto. The second-year loan can be 
used toward paying the second annual 
premium. The company does not re- 
serve the right to defer loans. The 
policy provides that it shall be re- 
turned to the ‘holder after endorsement 
of the loan upon it. The interest rate 
is 5 per cent. Unpaid interest.can be 
charged up with the loan. Loans may 
be paid off any time. On default in 
premiums, cash equity carries the poli- 
cy under extended insurance. 

“Should insured so request, premiums 
can be charged up against the loan val- 


ue so long as it iasts—no request 
necessary after the first one; and the 
policy can be reinstat ed in its original 
form at any time, without medical ex- 


amination, merely ‘ beginning to pay 
premiums again 
Dividend Payments. 

“There is annual apportionment of 
surplus, beginning the very first year 
and without regard to whether the suc- 
ceeding premium is paid. The divi- 
dends thus declared can be employed 
to reduce premiums, to buy additional 
insurance or, accumulating as a fund, to 






hasten the maturity of the policy as a 
paid-up or an Endowment, or both. 
‘he additional insurance is bought at 
only net rates; participates in surplus 


convertible into 
cash at any time; when not cashed, 
increases the cash and loan values, and 
can be used in whole or in part toward 


apportionment; is 





hastening maturity as a paid-up En- 
dowment or both. The dividend funda, 
accumulating at 3 per cent. compound 
interest guaranteed as a minimum (and 


now 41% per cent.), can be withdrawn 
at any time in whole or in part; when 
not withdrawn, is always to be paid 
with the face of the policy (so there 
never can be anything like forfeiture), 
and can hasten the maturity of the pol- 
icy asap jaid- -up or Endowment, or both. 
If dividends are left with the Company, 







subsequent dividends may be employed 
by any aches method, and, in general, 
one may change from one dividend 


to another, at his will. 

Policy Settlements. 

“There are five methods in settling a 
claim, any one of which can be chosen 
or any reasonable combination of them. 
Indeed, the insured can make the choice 
for his beneficiary in advance, and later 
he can revoke such designation if he 
desires. For example, should he feel 
that it would be better that the money 
be paid in instalments, yielding good 
interest, he can have his wish recorded, 
and it shall stand, subject only to revo- 
cation by himself. 

“The options, besides cash (1), are: 
(2) The principal amount to be left and 
interest to be paid annually at 3 per 
cent. minimum increased by surplus 
earnings (now a total of 4% per cent.); 
said principal withdrawable at any 
time and always payable in full with 
accrued interest not paid, on death of 
beneficiary. (3) Instalments yearly or 
more often (monthly if desired) to 


method 


such number as is shown in the policy 
table, and the instalments can be com- 
muted unless otherwise ordered by the 
insured. (4) Instalments as under (3) 
and according to the 


policy table 





CONVERTIBLE TERM RATES. 





New Schedule 
General—Non-Participating and 
Non-Renewable. 





The Connecticut General Life has is- 
sued a new card of rates for non-par- 
ticipating, non-renewable, convertible 
10-year term policies, which supersede 
the five and ten-year term rates previ- 
‘ously in force, and which became ef- 
fective April 1. The policy contract 
remains the same, being exchangeable 
without medical examination during 
the first five years to any regular plan 
issued by the Company. The rates are 
as follows: 


Age Prem, Age Prem. Age Prem. 
20 8.54 32 9.75 44 13.70 
21 8.60 33 9.91 45 14.36 
22 8.67 34 10.10 46 15.10 
23 8.75 35 10.30 47 15.95 
24 8.82 36 10.53 48 16.89 
25 8.91 37 10.78 49 17.94 
26 9.00 38 11.07 50 19.11 
27 9.10 39 11.37 51 20.41 
28 9.21 40 11.74 52 21.85 
29 9.32 41 12.13 53 23.43 
30 9.45 42 12.60 54 25.19 
31 9.59 43 13.11 55 27.14 





Cc. C. Gray With Mutual Benefit. 





Cc. C. Gray, general agent for the 
Home Life of New York for nearly two 
years with headquarters at Pittsburg, 


Issued by Connecticut | 





has tendered his resignation to take | 


effect April 15. It will be remembered 


that Mr. Gray was formerly one of the | 


Mutual Benefit staff under general agent 
J. J. Tillinghast. 

His success with the Home was pro- 
nounced. Of all the agencies of the 
company the Pittsburg office ranked 
13th and Mr. Gray’s personal writings 
gave him the 5th place in the company’s 
list of leaders. It may be said that 
none of the risks written by him in 
any company has been paid as a death 
claim. 

Mr. Gray returns with the Mutual 
Benefit as superintendent of its local 
department, which is a new branch in- 
stalled by Mr. Tillinghast. It is con- 
fidently expected that this arrangement 
will inure to the good of the company 
and the two gentlemen directly con- 
cerned. 

To accommodate the new department 
Mr. Tillinghast has leased 518 square 
feet of additional space in the Farmers 
Bank building. 

Incidentally it may be stated that 
the business of the Tillinghast agency 
thus far during 1911 is the best in its 
history for a similar period. 





Honored Their Chief. 





In applications received and business | 


actually paid-for during the month of 
March, the staff of the Pittsburgh Life 
& Trust far excelled the effort of any 


single month in the history of the Com- | 


pany. It was “Baldwin Month,” in 
honor of President W. C. Baldwin, who 
was at the time on a tour of Western 
and Southern agencies. 





To Merge Indiana Companies? 





Announcement is made that Samuel 
Quinn, organizer of the Great Ameri- 
can Life and the Mid-Continent Life, 
has returned to Indianapolis and will 
undertake to merge several of the Indi- 
ana companies. 

Mr. Quinn was one of the organizers 
of the State Life of Indianapolis and a 
vice-president up to his retirement 


from the Company some three or four, 


years ago. 








througout life, a certain number in 
any event, whether or no the recipient 
lives. The instalments under (3) and 
the certain number under (4) are in- 


| 


creased by the Company’s surplus earn- | 


ings; furthermore, any of the certain | 
number of instalments can be com-| 
muted without affecting the payment of | 
the subsequent ones, unless the insured 
has ordered otherwise. (5) Payment as 
a regular life annuity. 





IT WILL PAY YOU 


to compare the net cost of insurance in 


THE UNION CENTRAL LIFE INSURANCE (CO. 
OF CINCINNATI 


with any other Company doing business in this State. 
“We should be glad to prepare statements of actual 


results under our policies for your clients. 


L. L. HOPKINS, General Manager 


No, 1 Madison Avenue 








THE STATE LIFE 


Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 








In January, 1911, the Agents of This Company Wrote 


90 PER CENT MORE NEW BUSINESS 


Than in January, 1910 


OUR COMPLETE PROTECTION POLICY DID IT 


Protects Against Natural Death; Double Protection in Case of Accidental Death:Com- 
plete Protection Against Tota! Disability and Consequent Failure to Pay Premiums 
For Agency Contracts Address 


_.CHAS. F. COFFIN, 2d Vice-President 


1231 State Life Building 




















NSURANCE MEN will no é signifi- 
The Northwestern || ‘ovidicrts oie Sites 
ORTANT F eos to this 








Mutual Life Insurance Co, |] business are shown by the following por. 
centages: 
of Milwaukee 1906 as “até or 
GEO. C. MARKHAM, President 1907 11.81 58 4.76 
A. 8. HATHAWAY, Secretary 1908 10.76 59 4.84 
N Busi Paid-F 1909 10.63 54 4.85 
ew usiness aicd-ror 1910 10.90 58 4.86 


ina z It is capable of easy demonstration that 
1906 908,208,408 The Northwestern is the best Company to 
— - - * ee ingoe The Northwest (1910) poli 
e Northwestern’s new O) 
1908 % F e 109,685,428 contract with its Dividend Options, Phid-u 4 
1909 - . - 113,716,188 and Endowment Options, Options of Settle- 
1910 m as 119,229,233 ment and the Premium Loan features. 


—— Partnership and Corporation In- 
For “further information or an Agency, 


address 
H. F. NORRIS, 
Superintendent of Agencies. 


Each year larger than any in the 
previous history of the Company. 
Cc d Busi 1858. 


























FIRST IN BENEFITS TO POLICYHOLDERS 


MAXIMUM 
DIVIDENDS 





MINIMUM 
NET COST 


THE MUTUAL LIFE 


Insurance Company of New York 





PAID POLICYHOLDERS IN 1910 
$56,751,062.28 
APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 





For terms to producing agents, address : 
GEORGE T. DEXTER 
2nd Vice President 


34 Nassau Street New York, N. Y. 
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SPECIALIZED — BEFICIENCY 


INSURING SUCCESS. 





KEYSTONE 





Scarcity of Men Fitted for Great 
Achievements—The Price Deemed 
Prohibitive. 





The vice-president of a big eastern 
life insurance company, discussing 
the opportunities in the business the 
other day, said that he had a $20,000 
opening, Which he had been unable to 
fill. Anyone who is in close touch with 
life insurance knows that there is the 
keenest possible competition for good 
perths with the high grade companies, 
and that the entire field is looking, 
lynx-eyed, for just these opportunities 
at the home offices. Why is it that a 
suitable man cannot be found for this 
$20,000 position? 

Those who come in contact with the 
home offices of the companies or the 
large general agencies, know that this 
is not a unique case; in fact, it is an 
every-day condition for the companies 
to be on a still hunt for the right man 
to do a certain work. The thing that 
seems to be desired above everything 
else, is a highly specialized efficiency 
in the different branches of the busi- 
ness. The woods are full of men with 
a general working knowledge. Versa- 
tility is an admirable and valuable 
gift, but it is usually a surface quality 
and when put to the test of detail and 
specific application to important under- 
takings, it proves to be a poor founda- 
tion stone for efficiency. 

Wanted But Hard to Find. 

Efficiency; that is the one great thing 
that the business world wants and 
seems to have a hard time in finding. 
In mechanics, efficiency is the ratio of 
the effect produced to the energy used 
in producing it. It is a good definition 
of business efficiency also, and as in 
mechanics, it is a thing that is con- 
stantly sought, studied and fought for. 
Competition for the high places is not 
based on appearance, bluff, backing, 
nor even record, except in so far as a 
record may constitute evidence of effi- 
clency. 

We are all weary of hearing the trite 
maxim, “There is plenty of room at the 
top,” but that doesn’t affect its truth. 


There is a great need in life insurance 
to-« at the top—for efficiency. We 
all think that we have it, until we are 
disillusioned. It is our common fault 


tc mistake’ self-confidence for effi- 
ciency. Efficiency is one thing that 
you cannot inherit; it does not come 
with birth. It comes only with work 
and study; you have to fight for it. But 
the rewards are many, they are great, 
and they are waiting. 
Balk at the Price. 

The great trouble is that men are not 
willing to pay the price necessary to 
achieve suecess. The world is full of 
individuals who w6uld start at the top 
rung of the ladder. If by chance some 
get there through sheer luck, without 
traveling the road which leads to merit- 


ed success, their tenure of office, as a 
rule, is of but short duration. 

A remarkable statement was made to 
the writer by a person identified with 
the home office of one of the most pro- 
= life insurance companies. He 
said: 

“Do you know that our actuarial de- 
partment has never turned out two 
men competent to pass the examina- 
tion of the Actuarial Society of Amer- 
ica?” , 

Surprise was expressed that such a 
statement could be in conformity with 
the facts, and he responded that such 
was the case in connection with a life 
insurance company which is second to 
none in size. 

In this connection it needs but little 
reflection to recall that corporations 
when in need of actuaries—at least 
many of them—go to Canada, Scotland 
and England for young men. Why is 
this true? The office of actuary will 
pay from $2,500 to $15,000 per year, and 
in addition may be made the stepping 
stone to positions of greater scope if not 
of trust and responsibility. To meet 
the requirements, a young man must 
deny himself the so-called pleasures of 
the world for five or six years, be con- 
tent to work for what may be deemed 
a meagre income at the start, but the 
training will be of untold value in 
shaping the character and destiny of 
the man. Is the price prohibitive? It 
should not be, and yet experience has 
demonstrated such to be the case. 

This same argument applies to thou- 
sands who can see themselves as fitted 
only for general agencies without hav- 
ing demonstrated ability either as pro- 
ducers or managers of men. It is the 
same old idea of wanting something “at 
the top,” without paying the price 
necessary in obtaining it. 





Montana Laws. 





Included in the insurance laws enact- 
ed during the recent session of the 
Montana Legislature was a statute per- 
mitting life companies to include acci- 
dent and health features in their poli- 
cies, and also to write accident and 
health insurance under separate poli- 
cies. 

Another measure provided for the 
regulation and control of domestic and 
foreign fraternal benefit societies. This 
law, which took effect April 1, embod- 
ies the features of the “Uniform Fra- 
ternal ‘Bill,’ approved by the National 
Convention of Insurance Commission- 
ers, National Fraterna: Congress and 
Associated Fraternities. The only fee 
imposed under the bir! is $10 for the 
filing of the annual statement. 





“Going Some.” 





During the month of March 125 new 
agents were appointed by the Reliance 
Life, and the business for the month 
was the largest of any in the history of 
the Company. 

License has been received to operate 
in New Hampshire and West Virginia. 


WERE TO RECEIVE $100,000. 





Officers Dissipated Assets and Defraud- 
ed Members—Receiver for 
Keystone Guard. 





Following the testimony of some 
half dozen witnesses, who corroborated 
facts presented by the Pennsylvania 
Insurance Department in an application 
for a receiver for the Keystone Guard, 
a fraternal association of Athens, Pa., 
Judge Kunkel fixed a date for a hearing 
prior to issuing the decree. This is 
looked upon as tantamount to a receiv- 
ership. Deputy Attorney Cunningham 
made his plea on the ground that the 
officers and directors of the Guard, had, 
according to testimony, dissipated the 
order’s assets and defrauded the mem- 
bers. 

During testimony it was developed 
that instead of $50,000 being paid to 
the directors for resigning to provide 
places for new officers selected by New 
Yorkers, the sum of $100,000 was to be 
distributed for the purpose. Half of 
the sum was to go to directors and the 
other $50,000 was to be distributed 
among the three officers of the order. 





MODIFIED CLUB ARRANGEMENT. 





State Life of Indiana to Give Bonus 
for Persistency of Business 
in Force. 

The State Life Ins. Co. of Indiana 
has organized a $200,000 Club for the 
benefit of its field force and membership 
in which is eligible to the company’s 
agents who write $200,000 of paid-for 
business during 1911. Continued mem- 
bership is contingent upon the produc- 
tion of that amount of business each 
year. Members of the organization will 
each year be the guests of the company 
at a meeting to be held at the home 
office at Indianapolis and will receive 
a certificate of membership in the club 
together with some suitable emblem. 

At the end of three years each mem- 
ber having $500,000 of ‘business in force 
written since January 1, 1911, will re- 
ceive a cash bonus of $500 with an ad- 
ditional $1 per thousand for business 
in force above the sum of $500,000 
Annually thereafter each member will 
receive a bonus of 50 cents per thousand 
on business in force written persorfally 
by him since January 1, 1911. Should 
any member die after he has been a 
member of the club five years, the com- 
pany will pay to his widow or minor 
children the annual bonus to which the 
member would have been entitled had 
he lived. 

The company has also organized a 
$100,000 Club, membership in which will 
entitle agents to attendance at an an- 
nual meeting at the home office and 
badge of membership. Bonuses will 
also be paid members in proportion to 
those paid members in the $200,900 Club 

The State Life has recently made a 
number of important changes in its 





policy contracts. All conditions as to 
military and naval service have been 
eliminated and its policies are now in- 
contestible for any cause except non- 
payment of premiums during the first 
year, In case of suicide during the 
first year premiums are returned. The 
total and permanent disability clause is 
also included without extra charge.— 
Insurance World. 





GOES TO THE NORTHWEST. 





S. J. Evarts Re-Enters Life Insurance 
Field in Service of Minneapolis 
Company. 





S. J. Evarts, for the past fourteen 
months eastern manager for the Pen- 
ton Publishing Company of Cleveland, 
with headquarters in New York, has de- 
cided to re-enter the life insurance 
field and has associated himself with 
the Northwestern National of Minneap- 
olis in its home city. It is the inten- 
tion of Mr. Evarts to take up a spe- 
cial work for the Company extending 
into the country districts, within a radi- 
us of some fifty miles from the city. To 
expedite the work, he has secured an 
automobile so that he may continually 
have an “express train” at his com- 
mand. 

The first business experience of Mr. 
Evarts was in the life insurance field 
in Cleveland, where in a period of five 
years he developed from a _ producer 
of $25,000 during the first year to $250,- 
000 the fifth year. Having received an 
attractive offer to go with the Penton 
Publishing Company as manager for 
the Central Western States, he gave 
up life insurance work, but subsequent- 
ly re-identified himself with insurance as 
one of the business managers of The 
Eastern Underwriter. For a year we 
found Mr. Evarts a congenial associ- 
ate and successful employe, when he 
received a flattering offer to return to 
the Penton Publishing Company as 
above stated 

Mr. Evarits has an attractive person 
ality, is a good salesman, methodical 
and persistent and is determined to 
build up a good business in the North- 
west 


Goes With Georgia Life. 

I. F. Vickery, for the past fifteen 
years traveling representative of some 
of the largest and best commercial 
firms in the country, has deserted the 
“road” to accept a general agency for 
the Georgia Life Insurance Company of 
Macon. He will make headquarters at 
Athens. 





Cc. P. Williams has resigned as man- 
ager of agencies for the Minnesota Mu- 
tual Life to become special agent for 
the Illinois Life in its home city. It is 
a new departure upon the part of the 
company and with a man of the experl- 
ence of Mr. Williams in charge, should 
be a pronounced success. 








PRUDENTIAL —= 

(HAS THE 4} - 
UU STRENGTH OF, Ph, 
GIBRALTAR’ | | \'¥ 





JOHN F. DRYDEN, President 


ARE YOU GETTING ENOUGH MONEY? 


Sell Life Insurance for The Prudential; it gives 
a man a chance to fully capitalize his abilities. 


Write us about an agency. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


Home Offiee, NEWARK, N. J. 
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$100,000 CLUBS MERGED. 





New York Life Plans to Make Im- 
provements in Its Field 
Organizations. 





Heretofore the New York Life has had 
nine $100,000 Clubs. The Club year for 
four of them ended February 28 and 
the remaining five on August 31. With 
the idea of inaugurating what is be- 
lieved to be an improvement, it has 
been*decided to merge the nine $100,000 
Clubs in the different departments into 
one organization, styled the New $100,- 
000 Club, its year to end June 30 next, 
and thereafter. For convenience, the 
New $100,000 Club will be formed in 
two divisions: Greater New York, East- 
ern, Northeastern, Atlantic, Great Mid- 
dle and Southern members to be in one 
division; Central, Southwestern and 
Western members to constitute another 
division; the division having the larger 
number of club members at the close 
of the club year June 39, 1911, to be 
called the First Division; the division 
having the smaller number of club mem- 
bers to be called the Second Division. 
Each year the senior division will be 
chosen in the same manner. 

The president of the new organization 
will be that member regardless of di- 
vision, who secures in the new club year 
the largest number of applicants issued, 
delivered and paid for, under club rules, 
provided his volume equals or exceeds 
$150,000 in the club year. 

There will be four vice-presidents-at 
large, said positions to be awarded, re- 
zardless of division, to the four mem- 
bers (president excepted) having the 
largest number of applications, each of 
whose paid insurance in the club year 
equals or exceeds $125,000 under club 
rules. 

There will be two vice-presidents, 
one in each division, said positions to 
be awarded (barring presidents and 
vice-presidents-at-large) to the member 
with the greatest number of applica- 
tions in his division regardless of vol- 
ume, There will also be two second 
vice-presidents, one in each division, 
said positions to be awarded to the 
member in each of the two divisions 
(barring the president, four vice-presi- 
dents-at-large, and two vice-presidents) 
with the second largest number of ap- 
plications in the division, regardless of 
volume. 


IMMORAL AND ILLEGAL. 





Twisting Is Unsportsmanlike and the 
Poorest Sort of Business 
Policy. 





I cannot drop, without a further word, 
the matter of twisting, referred to in 
the Bulletin of March 18. The acts of 
the twister—inducing or advising the 
insured to drop a policy in force in a 
solvent company in order to take a new 
policy in his company—are so unsports- 
manlike that they can but be repulsive 
and detestable to every high-grade man, 
Thos. A. Buckner, vice-president 
of the New York Life. To the writer’s 
partake of the quality of 
1 who, believing in no God or 
about to upset 
, others in faiths and be- 


himself, goes 
liefs that have given them the highest 
This world fs 
big enough and wide enough to permit 
all sorts and kinds of legitimate oninion. 
It is unsportsmanlike, to use no harsher 
term, to upset and people dis- 
satisfied and unhappy in any belief, be 
it of life with 
which and in they were gsatis- 
fied and before the “twister” 


came around 


comfort and sustenance 


make 
insurance or religion, 
which 


rontent 


But the mental caliber of such a-person 
nrohably 
ments that have to do with his nocket- 
bool To all such let me sav there Is 
no real financial advantage in “twist- 
ing.” Tt seldom serves the purnoses of 
the agent who attempts ft. Tt discredits 
him with his elient and in his com- 
He might much more profit- 


most suscentible to argnu- 


munite 





ably apply his time and energy to solicit- 
ing straight business on the level. An 
instance of this occurred in my own 
experience while carrying a rate-book 
many years ago. A smooth but crooked 
agent visited Oskaloosa, Iowa, occa- 
sionally for a company that shal] be 
nameless. His chief business, there at 
least, was to twist policies from other 
companies to his own. He had on the 
string three men, brothers, lumbermen, 
each of whom had $5,000 in the Penn 
Mutual and $5,000 in the Northwestern. 
His scheme was to switch them to the 
company which he misrepresented. He 
made many calls. Each night at the 
hotel where we both stopped he would 
talk the matter over, much to my 
amusement, as it was very clear to me 
that there was but one spot where a 
fakir of his sort would land. And he 
did! As he left for home, he was so 
convinced that there was nothing in 
sight that he gave me the names of 
the lumber dealers, on the outskirts of 
the town, whom he had been trying to 
upset. T told him frankly, to his amuse- 
ment, that I was going to get them for 
new insurance. The situation was just 
as IT had imagined. Worn out and dis- 
gusted with the mess the fellow had 
made, the lumbermen wanted nothing 
to do with any insurance man. Sick 
of ’em all! In the course of conversa- 
tion they asked me what I thought of 
the two companies. I said frankly that 
they were all right, perfectly able to 
nay any and all of their obligations. 
Did I think their policies should be 
lapsed? No, most assuredly not: what 
they needed was MORE insurance: $10,- 
1M was not enough for a man of family 
with a prosperous business denendent 
for its suecess on his brain and skill 
T used the old, familiar arguments 
which you all know so well, and closed 
each man then and there for $10,000 
additional—$30,000 in all. Why? Sim- 
ply because I was square, talked the 
New York Life and its merits, ran 
down no other company, didn’t try to 
boost myself at some one else’s expense, 
and told the truth.—Twisting isn’t on 
the level—cut it out! 





CONVENTION WELL ATTENDED. 





Forty Field Men Assembled at Home 
Office of Great Western Life of 
Kansas City. 





The second annual convention of the 
Producers $100,000 Club of the Great 
Western Life of Kansas City, was a 
pronounced success, covering three 
days. Some forty agents and general 
agents from various States in which 
the Company transacts business were 
in attendance. 

George Stevenson, Jr., president of 
the Company, gave the delegation a 
cordial welcome, which was responded 
to by Mrs. V. F. Church, the Club 
president for the current year. The 
greater portion of the first day was 
given over to five minute talks by Club 
members and discussion of matters 
pertaining to the organization. A 
theatre party was given in the evening. 

The program for the second day in- 
cluded the following addresses: 

“Actuarial Work as Applied to Field 
Work,” Dr. J. M. Emery.—“The Medi- 
cal Department and the Agent,” Dr. 
McPherson.—“Settlements,” J. R. 
Kruse.—“What Goes to Make a Suc- 
cessful Life Insurance Solicitor,” Col. 
Jasper E. Brady.—“Some Points on 
Policy Contracts,” James S. Wood.— 
“Field Work,” A. D. Bonnifield.—‘“Why 
I am Representing a Western Compa- 
ny,” Herman I. Pincus. 

At the banquet held at the close of 
the second day Secretary and Treas- 
urer James Chappelle presided as 
toastmaster. 

The third day 
sight-seeing. 


was given over to 


For Dating Back. 





A measure has been passed in Penn- 
sylvania which will allow life insurance 
companies to date back policies for a 
period of six months. 





Incorporated as a Stock Conpany by the State of Illinois 





HOME OFFICE 
Fifth Floor, Tacoma Building, Chicago 


The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE ? 








TOPMOST PLACE! 


This Company stands first, among the twenty companies that 
have the most insurance in force, in per-cent. of gain in insurance 
in force in 1910, based on the amount of new paid-for business. 





The cause: Our business renews exceptionally well. Underlying 
this fine record is Insurance Quality that satisfies our policyholders. 


Address 
GEORGE D. LANG, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 








RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 


Assets $2,127,667.58 - - Liabilities $1,891,363.65 
Surplus to Policyholders $236,303.93 


For Territory Address 











Majestic Life Assurance Gompany 


INCORPORATED) Home Offices: INDIANAPOLIS, INDIANA 
$100,000 DEPOSITED WITH INSURANCE DEPARTMENT 


F. W. KILLEN, President GEORGE J. ROGERS, Vice President 
JOS. N. FINLEY, Second Vice President R. M. AYRES, Secretary 
DR. HARRY HUBBARD, Treasurer 


Stock Salesmen and Life Insurance Men of Ability Desired 














COUPLE UP WITH SUCCESS 


A competent agency man desires a connection where he may 
assume large responsibilities and be expected te produce 
large results, 





A Cracker-Jack Personal Producer 
Experience In Handling Men 
A Success In The Past 


A Success Now 
Would expect opportunity to EARN $10,000 per year. 


Address “PRODUCER” 
Care of The Eastern Underwriter 
105 William St., New York City 
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SELLS TRUST COMPANY STOCK, 





Equitable Life Disposes of Large Hold- 
ings to Directors—Morgan Not 
Interested. 





Alvin W. Krech, president of the 
Equitable Trust Co., of New York city, 
has purchased for himself and other 
directors the stock of the corporation 
owned by the Equitable Life Assurance 
Society, amounting to $1,145,100 par 
value, Which is slightly less than a 
majority, the total capital being $3,- 
C00 000, 

The price paid for the stock was $500 
per share, making the total amount re- 
ceived by the Equitable Life $7,265,590. 
The amount at which it was carried 
on the books of the Society was $6,- 
-9° 950 so that its surplus account will 


be increased $726,550 as a result of the 
sale 
In speaking of the transaction the 
New York Times says: 

The coincidence of this purchese with the 
reports from Washington that Attorney-Gen- 
eral Wickersham has been considering the 
possibility of patties some check on the con- 
centration of banking power in this city, 
was not lost sight of in yesterday's discus- 
sion of the fact that the Morgan banking 
croup made no effort to prevent the passing 
of control of this trust company from the 
Equitable Life to a group of directors in 
the trust company and others in no way 
closely allied with the Morgan interests. 
The Morgan bankers were conversant with 
the negotiations for the purchase, and be 

use of the close relations existing between 
ind the Equitable Life could, it is be- 
. have successfully opposed the pass- 
ing of control to other interests. 

As no objection wags raised, it was regard- 
ed yesterday as the more interesting because 
of the recent comments passed upen the con- 
centration of control of many institutions 
in the hands of a single banking group, and 





ci 
the 
lie 


¢ 


hecanse of the suggestion from Washington 
that this coneentration was attracting the 


attention of the administration’s advisers. 

While there has been no disposition 
to have companies make sales of stock 
holdings in a manner which would 
mean loss, there is no doubt that the 
Equitable Life in making the sale did 
so with the idea of complying with the 
New York statute which requires the 
disposal of all stock holdings within a 
period of five years from the enactment 
of the law. 

STRONG DISTRICT AGENCIES. 
General Agent Tillinghast of Pitts- 
burg Opens Offices at Johns- 
town and Erie. 


Hi. J. Seads who went to Altoona for 
the Mutual Benefit several years ago 
and there successfully established an 
agency, has recently taken an office at 
Johnstown in the general agency of J. 
J. Tillinghast of Pittsburg. 

He has associated with him, Warren 
B. Esty late of Washington, D. C., who 
as a lawyer has been engaged in the 
National Pension Bureau for the last few 
years. Mr. Esty, who is giving up a 
good position, is in the prime of life, 
heing 43 years of age. 

Mr. Seads has had marked success 
with the company which he first wrote 
insurance for in February 1892. Al- 
though the company has been repre- 
sented at Johnstown for a great many 
years, its business has not previously 
seemed to justify the opening of a local 
Office. 

Previous to 1892 Mr. Seads was in the 
railroad business. He contrasts the rail- 
road work with insurance underwriting 
in the following paragraph: 

Since leaving the railroad ser- 
vice IT have naturally kept in touch 
with that business and realize more 
every day the limitations of the 
man in that service. In the life 
insurance business there are no 
such limitations, and the daily as- 
sociation with men in all lines of 
endeavor has a broadening effect, 
and is, in itself, an education as 
well as an inspiration to develop the 
best there is in a man. 

Another appointment by Mr. Tilling- 
hast is that of R, H. Howell of Erie, 
Who has resigned his position of assist- 
ant postmaster to become managing 
agent for Northwestern Pennsylvania 
with offices in the Marks  build- 


ing. He first entered the life insurance 
business about ten years ago when he 
became local agent for the same com- 
pany while working part time for the 
“Lake Shore” railroad. He soon gave 
up his position in the railroad office 
to devote all his time to the insurance 
business as district agent. 

Mr. Howell is in his fortieth year and 
fully equipped to meet the responsibili- 
ties of his new managerial position. 





PITTSBURGH LIFE UNDERWRITERS 





Addressed By Fred W. Tasney and 
Melvin Young—Membership 
Largely Increased. 





At the regular monthly meeting of 
the Pittsburgh Life Underwriters’ As- 
sociation held on Monday evening at 
the Lincoln Hotel, Fred W. Tasney, 
manager Ordinary agencies, Western 
Division of the Prudential, and Melvin 
Young, principal of the New York In- 
surance School, gave interesting ad- 
dresses. Mr. Tasney talked “shop” of 
the most practical nature, embodying 
features which the man with the rate 
book must meet continually in his 
work. 

Mr. Young spoke of “The Science 
and Art of Writing Life Insurance.” 

The following having been recom- 
mended by the executive committee, 
were voted into membership: 

Harry E. Beyer, E. Isherwood, D. W. 
Donehue, Thomas R. Cuddy, Dan Camp- 
bell, Thomas G. Thurlow, Herman 
Hegman, J. Edgecomb, Paul Patchick, 
Wm. J. Keast, Peter Russell Roberts, 
R. W. Mason, R. A. Blackwell, Edward 
Dengel, George M. Ross, H. A. Cross- 
man, Wm. McCullough, Frank B. Roll, 
Clarence C. Chapman, Frank Kinds- 
vater, Arthur Hughes, August Heisler 
and Charles Mackenroth, Metropolitan; 
L. Fosdick, Pittsburgh Life; L. E. 
Bradford, Charles J. Rockwell and 
Morgan Porter, Equitable; O. M. Cros- 
by, Security Mutual; Walter J. Fass- 
hauer, Prudential; W. C. Dewson, 
Provident Life & Trust; J. Miller, Man- 
ufacturers; L. S. Brown, Colonial Life. 





Fidelity Mutual Appointments. 





Recent appointments by Paul Alex- 
ander, supervisor for the Fidelity Mu- 
tual Life, are as follows: 

John A. Tillotson, manager for 
Rhode Island. Mr. Tillotson was cash- 
ier in a National bank in Providence 
three years and fourteen years in the 
County Clerk’s office. 

James F. O’Donnell, formerly man- 
ager of the Provident Savings, and 
prior thereto with the Prudential, ap- 
pointed manager at Syracuse. 

George Emptage, assistant with the 
Metropolitan Life, manager at Buffalo. 
His assistant is Joseph A. Jordan, for- 
merly with the Prudential in Buffalo. 

Leon Alexander, appointed manager 
at Brooklyn. Mr. Alexander is a young 
man, 26 years of age, and has never 
been in the life insurance business. He 
is a brother of Mr. Paul Alexander. 


Salary Limit Law No More. 

The Missouri law prohibiting the 
superintendent of insurance for that 
State from licensing a company to do 
business which pays an officer more 
than $50,000 salary has been repealed, 
a bill to this effect having been passed 
by the legislature and signed by Gov- 
cenor Hadley. 

An effort made to have the law de- 
clared unconstitutional by the courts 
was unsuccessful, although the decision 
of the State supreme court declared it 
to be an unwise and undesirable stat- 
ute. 





Phoenix Mutual Changes. 


Arthur F, Averill, for several years 
cashier in the New York agency of the 
Phoenix Mutual Life, has taken up field 
work for the Company. 

Charles A. Wardle has been appoint- 
ed office manager and cashier under 
Manager Rogers. 

The business of the agency for the 
first quarter of 1911 showed nice gains. 








State Mutual Life Assurance Company 


a. 
WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
INCORPORATED 1844 


PROSPERITY FIGURES 


INSURANCE IN FORCE - - - - - $140,710, 898 
INCREASE OVER 1909 - - - . - 8,140,834 
Our agents had the most prosperous Year in the history of the company. 


INCREASE OF PAID-FOR BUSINESS OVER i909 15% 








ASSETS - - - - - - ° $36, 327,079.03 
LIABILITIES - - - - - - 33, 371,841.25 
SURPLUS MASS. STANDARD - - $2,955, 237.78 


ONLY HIGH CLASS MEN CONSIDERED 
EDGAR C. FOWLER, Superintendent of Agencies, 








St. Louis is good territory. Are you satisfied? 
Write JOHN J. KELLY, General Agent 
State Mutual Life of Worcester, Massachusetts 
at St. Louis, Mo. 














Personal and Family Insurance Combined 


No trouble to get a hearing with this policy, It’s 
something more than life insurance. Write for 
booklet and agency terms. Address 


ALEXANDER McKNIGHT, Vice President 


The Fidelity Mutual Life Insurance Company 
OF PHILADELPHIA 
Erni Sim IRI ee 


L. G. FOUSE, President 





WHY NOT 


a 


Mutual Life Insurance Company 
OF BOSTON, MASS.? 


WHY NOT 
THE 18 PAYMENT LIFE? 


WHY NOT 





THIS AGENCY? 
IT DOES THINGS—TRY US 


WILLIAM N. COMPTON, Genera! Agent 


Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 











(reat Southern Life Insurance Company 


Insurance written first vear over 


SIX MILLION DOLLARS 


ADMITTED ASSETS 
$1,038,051.16 


We want good men to represent a good 


Company. Address 
O. S. CARLTON, Vice President 
**It is the Largest Company ever organ 
| ized in Texas and the most successful."” 


Commercial and Financial World 


New York, July 16, 1910 
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COMPUTING MORTALITY RATIOS 


SOME POPULAR MISCONCEPTIONS. 





Death Rate as Applied to Assessment 
and Legal Reserve 
Insurance. 





Mortality ratios usually assume a 
prominent place in any comparison be- 
tween companies. Every well-informed 
insurance man understands that the old 
way of computing this ratio, as so many 
deaths per thousand members, or so 
much loss per thousand dollars of in- 
surance in force, is meaningless or worse 
than meaningless in legal reserve life 
insurance. In assessment insurance it 
is important, for the assessment com- 
pany does not accumulate a mathemat- 
ical reserve but depends upon a rela- 
tively small number of deaths for its 
success. When the average death rate of 
an assessment company approximates 
12 deaths per thousand, as it is certain 
to do sooner or later, such company 
has reached the stage of decadence. 
One has only to glance at the figures 
of the various assessment organizations 
to note that practically all having a 
yearly rate of 12 per thousand are al- 
ready declining in membership. 

Where Death Rate Per 1,000 is Imma- 
terial. 

In a legal reserve company, on the 
other hand, the number of deaths per 
1,000 is immaterial, provided the rate 
is not in excess of the mortality table. 
In other words, if a legal reserve com- 
pany’s members were all sixty years of 
age, at which age the normal] death rate 
according to the mortality table is about 
27 per 1,000, the company would find it 
just as easy to pay its claims as if its 
members were all but twenty years of 
age with a normal mortality of less than 
8 per 1,000. This is because the com- 
pany accumulates a mathematical re- 
serve which increases yearly with the 
age of the insured and is always suf- 
ficient, with the regular premiums col- 
lected, to pay accruing losses without 
extra burden on the members. It would 
in fact be just as easy for a legal re- 
serve company to pay its losses prompt- 
ly if its members were all eighty years 
of age, at which age the normal mor- 
tality is 144 in each thousand members, 
as if all were only twenty years of age 
and the mortality less than 8 per 1,000. 
It is for this reason that the ratio of 
the number of deaths per 1,00) is al- 
together meaningless, or worse than 
meaningless, in legal reserve insurance. 
Ratio of Actual to Expected Defined. 

On the other hand, the ratio of 
“actual to expected mortality” is com- 
monly accepted as legitimate in legal 
reserve insurance. That is to say, if 
a legal reserve company’s actual death 
claims are no more than the amount 
of death claims indicated by the mor- 
tality table, according to the ages of 
the members, the company will be fully 
able to pay its claims, no matter what 
the number of deaths per 1,000 may be. 
If the actual amount of death claims is 
less than that indicated by the table, 
the company will not only be able to 
pay all in full, but will have a surplus 
over. Let us suppose, for example, that 
the members of a certain legal reserve 
company were all 65 years of age. In 
that case the normal death rate would 
be 40 per 1,000. Suppose now that such 
a company actually has a death rate 
of 30 per 1,000. This would mean utter 
ruin to an assessment company; but a 
legal reserve company, because of its 
mathmatical and ever increasing re- 
serve, would be able, not only to pay 
all claims promptly and in full, but 
would realize a large surplus besides. 
Its “actual mortality” in that case would 
be only 75 per cent. of the amount “ex- 
pected” according to the table, and 
provided for in the accumulated legal 
reserve 

This Ratio Too May Be Misleading. 

Even this ratio, however, as common- 
ly quoted, may be very misleading. As 
a basis of comparison between com- 
panies, it can only be strictly fair when 


both companies have relatively the same 
amount of new and old business on 
their books. This is owing to the fact 
that in the case of new risks, which 
have recently passed through the med- 
ical examiner’s hands, the mortality is 
very much lower than normal—that is, 
much lower than the rate indicated by 
the mortality table. The actuarial as- 
sumption, as embodied in the New York 
law, is that the mortality of risks one 
year old will be not over 50 per cent. of 
the tabular rate, or the rate indicated 
by the mortality table. That in the 
case of risks two years old the actual 
mortality will not exceed 65 per cent. 
of the tabular rate; in the case of risks 
three years old, not more than 75 per 
cent. of the tabular; risks four years 
old, not more than 85 per cent., and in 
case of risks five years old, not more 
than 95 per cent. of the tabular. In the 
case of risks over five years old the 
assumption is that the actual mortality 
will correspond with the table. 
Results of Actual Experience. 

In reality, well managed companies 
do in fact experience even a lower mor- 
tality in the case of new risks than 
as indicated above. Very often the 
mortality of risks one year old will be 
less than 25 per cent. of the expected 
instead of 50 per cent.; while in the 
case of older risks it will generally be 
correspondingly less than the ratio as- 
sumed by the New York law. Indeed, 
well managed companies as a rule will 
have a considerable saving in mortality 
in the case of all business less than 
ten years old. That is. the ratio of 
“actual” death claims will be consider- 
ably less than 100 ner cent. of the “ex- 
pected” in case of risks over five and 
less than ten years old. Several of the 
best managed companies in the country. 
however, have vublished their mortality 
exnerience. and have shown that their 
actnal death claims in the case of pol- 
icies more than ten vears old will aver- 
age 95 ner cent. of the tabular rate, or 
even a little more. 

Comparison of New and Old Business. 

Let us suppose now that we have a 
company whose business has all been 
written within ten years. Its mortality 
ratio, if the risks have been well chosen, 
will undoubtedly be very much less than 
that indicated by the table—probably 
not over 50 per cent. of the expected 
on the average. It will be much less 
than 5% per cent. in the case of risks 
one year old and much less than 95 
per cent. in the case of risks five years 
old. Let us take now another company, 
the great bulk of whose business has 
been in force more than ten years. Its 
mortality ratio for business one year 
old may be quite as low as that of the 
first company referred to; likewise its 
mortality ratio for business two years 
old, five years old, or ten years old may 
be quite as low as the mortality ratio 
of business of the same age in the first 
company; but as the great bulk of its 
business is more than ten years old, 
upon which, according to the best ex- 
perience, the mortality will not be much 
less than 100 per cent. of the expected, 
an average of the entire business would 
naturally show a much higher ratio of 
“actual to expected” than in the case 
of the younger company. ‘ 

Age Does Not Diminish Dividends. 

If, in comparing two companies of 
the kind mentioned, we assume at once 
that the company with the higher mor- 
tality ratio can not pay as good divi- 
dends to its members as the one with 
the lower ratio, we shall make a vital 
mistake. Under the contribution 
method of apportioning surplus, al- 
though the methods of all companies 
differ slightly in practice, all aim to 
apportion the surplus accruing from 
various sources to the several policies 
in proportion as they have contributed 
to the creation of that surplus. It fol- 
lows, that the new risks in the second 
company referred to should get as much 
benefit from the saving in mortality 
contributed by them, as will the risks 
of corresponding age in the newer com- 
pany. In either company these newer 


risks are entitled to the benefit of a 
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larger saving from mortality than older 
risks, while in each case they must like- Y 
wise be charged with a larger propor- 1860 Sist Year 1911 
tion of expenses, owing to the initial be 
cost of placing them upon the books. ome | p 
In the older risks, this initial cost has 
been fully eliminated by lapse of time, 
so that while the saving in mortality 
in case of these older risks will be much Insu ran ce 
less than in the case of those more 
recently placed upon the ‘books, their 
gain from loading will be relatively 
greater. Accordingly they may receive 0 m D a ny 
from these two sources, or from a com- 
bination of the two items, an even of New York 
larger dividend than the newer risks, a 
while their gain from interest will GEORGE E. IDE. President 
naturally be larger because of their Pana . $25.025,299.06 
larger reserves. WOTB cece ccssscccces 9 . U6 
Comparing Mortality Ratios. Insurance reserve fund, 

It will thus be seen that the assump- We as ita wnesseccwed $20,937,739.93 
tion, that a company which has a much Reserve for deferred 
larger proportion of old business than dividends............ $2,292,947.00 
a younger company, will therefore be Reserve for all other ; 
less able to pay dividends because of I on gh eevee» $1,794,612.13 
its higher ratio of actual to expected "anaes 31 es 
mortality (such ratio being computed ecember, 3ist, $100,214.968.0 
as an average of the entire business), or 
is erroneous. The only way, as stated 
before, in which a true comparison of “As a result of a thorough examination 
mortality could be made as between two into the affairs of this Company, it is evident 
companies, would be to compare the to your examiners that the business is being 
mortality ratios of business of the same conducted in an efficient manner * * * with 
age in each company. That is, compare a view to obeying fully the law and with 
the mortality ratios of ‘business two intention of dealing with the policy-holders 
years old, ten years old, 50 years old, justly.”"—Extract from Report of the 
etc. If one company is found to have New York State Examiners, Dec. 24. 
a higher ratio of mortality throughout 1910. 

(Continued on page 10.) 














MY FRIEND, DID YOU EVER SELL A LIFE IN- 
SURANCE POLICY? If you never did, wouldn’t you like 
to? I tell you that the money a man makes in L'fe Insur- 
ance commissions is just as good money as anybody’s got, 
and there’s a BARREL OF MONEY going to be made just 
that way right here in New York DURING THE NEXT 
FEW MONTHS! Why shouldn’t YOU have a whack at it? 

_ _ I do just wish that you would come up here and have a 
visit with me. We could have a smoke and a lot of talk, and 
MAYBE YOU'D BE INTERESTED—I'm pretty SURE you 
could be. 

COME AHEAD! IT’S THE PRUDENTIAL—I never 
saw such an ELEGANT LINE OF GOODS in all my born 


days! 
ROBERT J. MIX, Manager 


20 Vesey St., New York City 
Telephone 3474 Cortiand 








American Central Life Insurance Co. 


INDIANAPOLIS, IND. 


Admitted Assets 


; ° e ° $2,462,709,47 
Admitted Surplus Security to Policyholders, 


359,420.34 
Total Insurance in Force ‘ ‘ ° ° e 25,013,654.00 
Deposits with the State of Indiana as required by 
law nonspeculative securities in an amount exceed- 
ing the entire reserve liability to Policyholders. 


Energetic Agents desiring liberal contracts for territory should write today direct to the Company 








Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





$808,557 00 
$383,875 00 
Capital $300,000 00 
TER TE AV INT $81,563 00 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 


ee ee 


ee ee 
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HINTS TO BUSINESS GETTERS 





The reason why many 
solicitors make a failure 
is that they spend so 
much time talking and 
very little doing things. A few years 
ago a prominent Chinaman visited this 
country, and after an extended tour of 
the leading cities he was asked what he 
thought of Americans. - After a little 
hesitation he replied: 

O, Melican man, he lots of talkee, 
talkee, talkee and little doee, doee, 
doee. 

The “woods” are full of hot air artists, 
but what igs desired are men who can 
put the real goods on the canvass. If 
you have not been a doer, begin right 
now. 


Bea 
Doer. 


s* *¢ # 
In a _ recent address, 
Day of George H. Gaston, vice- 
Big president of the Metro 
Things. poltan Life, spoke of the 


great opportunities for 
the solicitor at the present time as com- 
pared with twenty or thirty years ago. 
He said in part: 

“In my belief, and I say this unqual- 
ifiedly, the business of life insurance 
to-day has taken on larger dignity, com- 
mands larger confidence, and is more 
favorably regarded by the public than 
ever before. It is represented by men 
of keen intelligence, strict probity and 
indomitable energy. It follows that I 
believe the opportunities for its success- 
ful prosecution are greater than ever 
before. 

“We address ourselves to-day to an 
enlightened public, and in certain cases 
that enlightenment has come from the 
practice of industrial insurance on a 
scale of almost marvellous development. 
More than twenty-one millions of in- 
dustrial policies in force on the books 
of three companies, at the close of last 
year, is an illuminating statement, as to 
the extent to which the education of the 
masses in the principles of life insur- 
ance protection has been carried. Thou- 
sands upon thousands of these policies 
were issued years ago on the lives of 
children, most of whose parents or 
guardians were at the time in moderate 
circumstanees. Thousands upon thou- 
sands of these children have since 
grown to man’s or woman’s estate, and, 
having availed themeslves of the un- 
exampled educational opportunities of 
this great country of ours, have come 
into profitable employment. Many of 
them are married and have a household 
and children of their own; and thou- 
sands of them are insured, or remain 
to be insured, under ordinary policies, 
and not all of them, I regret to say, in 
the Metropolitan. 

“In your field for endeavor a predic- 
tion of your accomplishments of to-day, 
if made a decade ago, would have been 
met with derision. $100,000 on a single 
life ten years ago was a transaction 
that attracted the attention of the 
insurance world. Now a half a million 
on a single life is not at all an unusual 
thing. Partnership insurance, the insur- 
ance of an officer or representative of 
the concern with which he is engaged— 
big insurances taken for one or another 
of a variety of business reasons—are 
common to the day’s work, and some- 
times require no more effort on the part 
of the insurance underwriter than is 
often expended in placing a few thou- 
sands of dollars.” 

* 28 


When a man tells you 

Is the Cost that life insurance rates 
Too High. are too high, ask him 

what per cent. he is pay- 

ing on $1,000 every year. He will be 
a very much surprised man when you 
point out that under an Ordinary Life 
policy at age 25 he is paying 1.72 per 
cent., at age 30, only 1.96 per cent., and 
at age 40, less than 2.71 per cent., and 
on a Twenty-payment Life, age 30, less 
than 2.72 per cent. a year for twenty 
years. Nine times out of ten he will 
say, “Is that so?” and will want to 
figure it out for himself. When he gets 
through he will know a great deal more 
about the cost of insurance than he did 





before. Instead of thinking of it as a 
high price, he will wonder how you can 
do it. In many cases he will want to 
sign the application then and there, lest 
you might have made a mistake.—Trav- 
elers Record. 
st 8 

‘When he says that “he 
Canvassing will insure next week or 

Pointers. next month or next year,” 

tell him that— 

Delays are dangerous. 

(Next week or next month or next 
year may be too late. 

He may lose his health, and he must 
be healthy to get insurance. 

He may meet with a fatal accident or 
with one that may debar him. 

Sickness may take him off. 

The longer he waits the more it will 
cost. 

Thousands of men who delayed ap- 
plying for insurance until they were 
unable to get it would do almost any- 
thing now for a policy. 

The present is the best time. 

And when he says, “I’ll take the 
risk,” tell him that he takes no risk, 
that his wife and family take it all. 

They take the risk of being left pen- 
niless and unprovided for at his death. 

The mother takes the risk of being 
forced into arduous and poorly paid 
work to support the children. 

The children take the risk of being 
taken from school with an unfinished 
education and being compelled to go 
to work too soon. 

The children take the risk of a poor 
start in life and a resulting lifelong 
handicap. 

The mother and children take the 
risk of being compelled to get along 
with poor food and not enough, with 
poor and insufficient clothing and with 
poor housing. They take the risk of 
being forced to accept cold statistical 


public charity or the grudgingly given 
help of perhaps already overburdened 


relatives. 


Then ask him if he js still willing to 
take the risk.—O’C., in the Prudential 


Record. 


MIX’S PHILOSOPHY. 





The genial, progressive New York city 


manager of the Prudential, R. J. Mix, 


has a happy way of keeping his staff 
enthused to the highest pitch. But there 
is something more than “enthusiasm” 
in what he says. He knows the re- 
quirements for success in a business 
career, and in his “Mustard” keeps 
them before his men. The April 
1 letter contained the following: 

A good friend of mine, who is also a 
mighty fine life insurance man, got off some 
thing the other day that struck me so hard 
that I determined to pass it on to you. 
Here you have it: 

Every man must take upon his own 
shoulders the responsibilities of his own 
fortune and success—He cannot lie on 
his back and expect some one else to 
eatry him to the heights. 

How everlastingly true that is—it’s true 
in ~ business—it's strikingly true in the 
life insurance business! Every manager 
who’s worth his salt is as willing as willing 
can be to do every last thing in his power 
to help the weakest as well as the strongest 
agent on his force, and it’s his duty to do 
that. But I don’t care how good your man- 
ager is, or how good your office system is, 
when all’s said and done, it gets right back 
te this: Every man has to make or mar 
his own fortunes! You can’t win the laurels 
in this business of ours by riding along on 
somebody else’s shoulders! 

Don’t think for a minute that there’s an 
easy way to write life insurance or bufld 
up a fine record in our trade, because it 
ean’t be done—you'’ve just got to hew out 
your own success the same as everybody 
else has done—the same as everybody else 
will have to do as long as the world lasts. 
Now, that’s as true as 
there isn’t any use in discussing it! Being 
true, it follows as the day the night that 
all wise agents will accept it as a fact and 
net accordingly! What does “act according- 
lr” mean? It just simply means that the 
agent must take hold of the situation like 
a man—a real Iive man—not like a felly- 
fish, but with a good, strong, firm grip—with 
a mighty belief in himself and his profes- 
sion—with that good, oki-fashioned “do or 
die” epirit that we hear about—that has 
made heroes of countless men whose names 
you never even heard! They are the quiet. 
steady-going, modest heroes of every day 
life! The business world is full of them, if 
you only knew it—just full of them—and 


preaching and | 





OBJECTIONS ANSWERED 


AGENT MUST AVOID DEFENSIVE. 








Readiness to Meet Excuses a Valuable 
Aid in Securing Names on Dotted 
Line. 





Agency Director Langmuir of the Los 
Angeles branch office of the New York 
Life, believes in a man being alert and 
ready to meet any objection set forth 
by a prospect. It is as it were the 
marking point between success and fail- 
ure. Mr. Langmuir enumerates some of 
the objections frequently heard, togeth- 
er with an answer which ever keeps the 
solicitor on the aggressive. The agent 
cannot afford to be on the defensive. 

We give the objections and answers 
herewith: 

“I'm Busy Now. 
{ Can See You.” 


Answer: 
in the office. I will call you up in the 
morning.” 


Note: Never leave the next step to 
the prospect, he will omit the step. 

“I Intend to Take Insurance, but Not 
Now.” 

Answer: “When was insurance first 
presented to you? Ten years ago? If 
you had taken insurance then, you 
would have secured a rate 25 per cent. 
lower than now, and your policy would 
be half paid for to-day. If you wait 





lots of them are selling life insurance! They 
weet difficulties every day, but they pass 
over them, or go around them, and nothing 


on earth stops their progress! They don't 
moon about their troubles—they don't yell! 
bloody murder every time they run up 
against a snag—they just simply recognize 
the fact that the way to progress and suc- 
cess always lies along the road 
strewn with obstacles—never was otherwise 

—never will be otherwise! Stick a pin in 
that, my brother! 

When you get up to-morrow morning and 
call to mind the job you’ve got on hand, and 
the difficult things you've got to accomplish, 
think of ‘em as friends—not as enemies! 
The harder it is for you to insure John 
rown or Peter Smith to-day, the better 
it’s going to be for you! Ever think of 
that? It’s going to be better for you, be- 
cause you're coming out of the fight lots 
stronger and a good deal better soldier than 
you were when you started! 

Don’t try to get onto anybody else’s back, 
my friend—just plod along day by day on 
the two legs that a kind Providence has 


civen you—tackle your work like the good 
sidier that you really are—like a man! 
That way yon'll win—make no mistake 


about it—that way you'll win! 


Vil Telephone When | 


“You can never catch me | 


that’s | 





another ten years, rate will be 50 per 
cent. higher still. A man can excuse 
himself for making a mistake once, but 
not for making the same mistake twice.” 

“| Will Take a Policy in 6 Months.” 

Answer 1: “Your rate will change, 
and you will pay a higher premium as 
long as you live.” 

Answer 2: “We turn down thousands 
of men yearly who have put off insur- 
ance. You may not pass the examina- 
tion 6 months hence.” 

Answer 3: “It is my business to cover 
you during that six months. Let me 
show you how easy I can make the pay- 
ment of the first year’s premium.” 

Note: The plea for six months is 








THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 





under _—- Law, and 
offers the very t possible 
security, with a safe, 


equitable contract 
FINANCIAL STATEMENT 


Assets Jan, 1,1911 .... $54,422,643.60 
Liabilities............... 50,108,449.79 
4,314,193.81 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 
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but is short on 


MAN OF GENERAL 


If so, Address, 


IS THERE ROOM IN YOUR 
COMPANY FOR A BIG MAN? 


Is the agency department working with that smooth, trip-ham- 
mer regularity that means A BIG ANNUAL STATEMENT? 
Any life insurance company that has the goods and the plant, 
RESULTS, 


Such a man with a record as producer, organizer and executive, 
now an officer of a company, 
proposition where the opportunities are big. 

IS YOUR COMPANY STANDING STILL? 


General Manager, care of 


THE EASTERN UNDERWRITER 


should get in touch with a 


MANAGER CALIBRE 


would entertain a_ confidential 








all members. 
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A PENN MUTUAL PREMIOM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFIT 
is unsurpassed for net low cost and care of interests 





THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 
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usually nothing but a pretext. You have 
failed to awaken a desire for the pol- 


icy. A man may intend to buy his 
winter outfit in 3 or 4 months, but when 
he sees a good suit of clothes in a 
tuilor’s window, he steps in “just to 
look at it,” finds he wants it and buys. 
In insurance you are throwing away 
your opportunity if you accept a man’s 
excuse before you have displayed your 
policy, 

“! Will Take It in Three Weeks.” 

Answer: “Then sign your application 
now, for it will take about three weeks 
to get the policy issued. I will have 
the policy dated three weeks from to- 
uay and you can pay for your policy 
on the day when, the insurance begins. 
If you really want your protection to 
begin three weeks from now, there is 
no way to get it except by signing the 
application to-day.” 

“It Costs too Much.” 

Answer: “If you make a deposit of 
$35 in a savings bank, do you say it 
costs too much? Do you say to your 
wife that night, ‘I spent $35 to-day?’ 


When you remember that the money 
you pay out will be returned, life in- 
surance doesn’t cost you anything at 
all.” 

“1 Am Old Now, the Rate Is too 
High.” 


Answer: “When you were 21 you had 


{0 years to live, and we would have 
charged you about one-fortieth of the 
$1,000 as a premium. Now you are 50, 
have twenty years to-live, and we 


charge you one-twentieth, or about $50, 
ag a premium. You pay twenty instal- 
ments instead of forty. The insurance 
is exactly as cheap, and just as good 
an investment.” 

“| Made the Mistake of Not Insuring 
While | Was Young, Now It Is too Late.” 

Answer: “You did make a mistake, 
hut you have had good luck; you didn’t 
die, you are now in good health and 
can still repair the error. You have not 
yet reached the really high premium 
rates. Between 40 and 50 the rate went 
wp from $33 to $48, an increase of $15. 
Between 50 and 60 the rate will go from 
$48 to $77, an increase of $29. No, it 
is not too late, but you are at the 
turning point, if you wait longer, it 
will be.” 

“| Want to Talk It Over With My 
Wife.” 

Answer 1: “If you were thinking of 
giving your wife a Christmas present, 
that is the last thing you would do.” 

Answer 2: “The best wife would urge 
you not to spend so much money just 
for her, especially for a life insurance 
policy. She may feel that she would 
not care what became of herself if you 
aied. You, as a business man, know 
more about life and about business than 
she does. Make your application now, 
and when the policy comes, hand it 
to your wife as a gift. She will ap- 
preciate it a hundred times more.” 

Answer 3: “All right, I will go over 
to your house to-night and explain the 
policy to both of you.” 

Note: When a prospect insists upon 
talking with his wife, you should put 
your proposition in writing, so that he 
can show it to her. Sometimes it is 
better not to offer to call at the house 
and thereby permit your prospect to 
place himself on record as refusing. 
Make a pretext to call, for instance, a 
trip out of town, or some essential point 
left out in your explanation. 

Answer 4: “Let me get the policy 


first. She will understand the proposi- 
tion much better so. If she turns it 


down, I will agree to cancel the policy.” 

Note: When the policy comes, be 
sure to call at the house when the wif 
is present. 

Answer 5: “Wait till you know you 
can pass. If you don’t pass, don't tell 
your wife. You may save her a life- 
time of worry.” 

“Il Don’t Want to Leave a Lot of 
Money to My Wife to Spend on Another 
Husband.” 

Answer: “If you don’t leave your 
wife insurance, you force her to get an- 
other husband. If you want her to re- 
main loyal, it is up to you to leave her 
something to live on besides your mem- 
ory.” 

“| Have No Children, | Don’t Need 
Insurance.” 


Answer. “That is an additional rea- 








ROYAL ARCANUM’S LOST BALANCE 





The verified statement of the Royal 
Arcanum to the state insurance depart- 
ments for the year 1910, shows that dis- 
solution is rapidly overtaking this fra- 
ternal order. The assessments received 
and death claims incurred are reported 
as follows: 

Death claims incurred...... $8,334,667.41 
Assessments received ...... 8,106,305.35 


Deficiency in assessments .. $228,362.02 

There is a wide discrepancy in these 
figures as compared with those pub- 
lished in the Royal Arcanum Bulletin, 
which showed $8,083,963.32 assessments 
received and $8,393,450.60 death losses 
incurred, a deficit of $309,487.28. The 
sworn statement, however, shows that 
the Order failed to collect sufficient to 
meet its death losses by over $228,000. 
The rapidity of the decline of the Order 
is evidenced in the following compari- 
son for the five years the present rate 
of assessments have been in operation: 


Assessments Death Losses Gain 
Received Incurred 
1906 ....$8,934,202 $7,642,643 $1,291,559 
1907 .... 8,596,352 7,872,461 723,891 
1908 .... 8,390,832 7,613,773 776,559 
1909 .... 8,202,265 7,655,339 546,926 
1910 .... 8,106,305 8,334,667 *228,362 
*Loss. 


The candle is burning at both ends, 
assessments are decreasing while death 
claims are increasing. The cause of the 
former is a decrease in amount of insur- 
ance in spite of an increase in number 
of members. While the membership in- 
creased in 1910 from 242,928 to 245,458 
the insurance decreased from $493,306,- 
550 to $489,897,728. The increase in 
death claims follows the natural law of 
mortality, the members constantly 
growing older and the death rate conse- 
quently increasing. 

With nearly 50,000 old members not 
paying the full current cost of their 
insurance, the surplus contributions of 
the younger members is being eaten up 
to make good the deficits of the older 
members. Last year the members, aged 
55 and under, contributed $1,362,961.91 
in excess of their death losses. We 
show the surplus contributions for each 
age as follows: 

OVERPAYMENTS 


Assess- Death Overpay- 
Age ments Losses ments by 
Received Incurred Members 
Me ease 4k, eer $6,222 
oer 14,310 $6,000 8,310 
ere 18,455 5,000 13,455 
BE sees 23,746 13,000 10,746 
eee 25,521 10,000 15,521 
ee 30,675 6,000 24,675 
ee 38,841 8,000 30,841 
eee 47,307 26,000 21,307 
Oe css 62,187 20,000 32,187 
SO -a0-0% 62,904 


27,000 35,904 


son for insurance. If you had two or 
three sons, or even daughters, they 
would be a protection for your wife, 
especially during the period when she 
would most need it, in her old age.” 

“My Wife’s Family Is Rich, She Will 
Be Taken Care of.” 

Answer: “Will they always be rich? 
By taking a special form of policy in 
the New York Life you can arrange for 
her to receive $50 monthly as long as 
she lives. 


That is absolute protection, | 





not dependent upon anyone else’s good | 
will and support. The $50 check will | 
come to your wife every month as di- | 


rectly and versonally as though you 
yourself had addressed the envelope. 
We sometimes wonder whether people 
will remember us when we are gone. 
A man making such a provision as this 
knows that he will be remembered.” 

“My Wife Is Rich, She Does Not Need 
Any Protection.” 

Answer: “Then she should take a 
policy in your favor. Better still, both 
insure in favor of each other. This can 
be done under separate policies, or un- 
der one joint-life policy. At the time of 
either’s death there will be expenses 
that must be paid in cash. The estate 
will be tied up in the probate court for 
months at least. The best business 
firms carry joint insurance under these 
conditions, and you should do so.” 





} 











31 .... Tha 38,000 23,276 
$2 .... 78,006 55,000 23,006 
ea 37,487 46,245 
34..... 95,053 64,500 30,553 
35 .... 101,262 81,500 19,762 
36 .... 114,229 51,500 62,729 
37 .... 131,702 72,500 49,202 
38 .... 134,015 93,500 40,515 
39 .... 187,185 $2,500 54,685 
40 .... 156,805 81,000 75,805 
41 ..... 171,556 97,000 74,556 
42 .... 181,224 152,500 28,724 
43 .... 196,229 146,500 49,729 
44 .... 205,009 133,377 71,633 
45 .... 208,355 135,500 72,855 
46 .... 219,628 122,842 96,781 
47 ..... 224,541 156,500 68,041 
48 .... 287,381 184,000 53,381 
49 .... 254,399 213,500 40,899 
50 .... 265,205 213,836 51,369 
51 .... 269,120 262,500 6,620 
52 .... 261,665 224,951 36,714 
63 .... 261,017 237,000 24,017 | 
54..... 268,454 210,887 52,567 | 
55 .... 238,624 238,500 124 | 
55 .... 238,624 238,500 124 | 

$4,870,842  $3.507,880 $1,362,961 | 


There were 199,034 members aged 55! 
and under on December 31, 1910, and 
they contributed in assessments $4,870,- | 
842.56, while their death losses were | 
only $3,507,880.65 or about 72 per cent. | 
of their assessments. For some ages it 
will be observed that the death losses | 
were only 20 per cent. of the assess- 
ments. Were these members in a class | 
by themselves and heir surplus contri- | 
butions retained for their benefit, they | 
might reasonably entertain the hope 
that their insurance protection would 
have some degree of stability. But ev- 
ery dollar of these excess contributions 
last year was diverted to making good 
the deficites of the older members. We 





UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 


THE 
Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 











60th Anniversary Year 


THE 
BERKSHIRE 


Life Insurance Co. 
OF PITTSFIELD, MASS. 
WILLIAM D. WYMAN, President 


Desires to secure the services of a 
few more high class men of ability 
and experience. Its policies, issued 
under the Massachusetts non-forfeiture 
laws, are 
every particular. 


liberal and up-to-date in 





W. S. Weld, Supt. of Agencies 











in many fields. 


WILLIAM T. SMITH, Secretary 


WANTED 


INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
Company. They are real “sellers.” 


UNITED STATES ANNUITY AND LIFE INSURANCE CO. 
1307 McCORMICK BLDG., CHICAGO, ILL. 


Openings of every kind 








THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 
-OFfF—_— 

Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes. No contracts made by 
correspondence, A personal interview can 


be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 
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American National 
Life Insurance Co. 


of 


Lynchburg, Va. 





‘“‘The most progressive, 
conservative Southern 
Company.” 





AGENTS WANTED 
in Virginia, North Carolina, 
South Carolina, Georgia, and 
Texas. 

















NATIONAL LIFE INSURANCE COMPANY 


Of the United States of America 
ALBERT M. JOHNSON, President 
More than $9, 750,000.00 in Assets 
Excess Security to Policyholders $1,300,000.00 
CHICAGO'S OLDEST AND STRONGEST COMPANY 
OUR NEW POLICIES 
ARE WORLD BEATERS 
You Lose Money When You Neglect Your Chance 
to Sell Them. 


ROBERT D. LAY, Secretary, 159 La Salle Street, Chicago 


LOW RATES AND 
HIGHEST VALUES 


Write to 











op Hh 














April 6, 1911, 


THE EASTERN 


UNDERWRITER 9 











show now the assessments and death 
claims for each age over 55: 


DEFICIENCES 

Assessments Death Losses Excess of 
Age Received Incurred Losses 
$s - = 971 $272,959 $34,988 
57 ..- 224,398 245,500 21,102 
58 .... 225,989 267,836 41,847 
59 .... 216,208 255,500 39,291 
60 .... 218,912 231,426 12,514 
61 ..-- 217,766 285,049 67,283 
62 .... 199,674 302,743 103,070 
63 ...- 180,320 231,900 51,580 
64 .... 172,918 282,300 109,382 
65 .... 183,442 289,025 105,583 
66..... 157,018 247,816 90,798 
67 ...- 133,735 186,417 62,682 
68 .... 120,148 170,546 50,397 
er 97,368 166,087 67,720 
We oses 89,598 112,890 23,292 
ee 75,525 134,903 59,378 
Se tise 71,086 159,594 88,508 
re 61,633 115,142 63,508 
ee 47,099 113,942 66,843 
TE sees 49,381 100,704 51,326 
eo 36,997 112,083 75,086 
. ae 30,848 109,144 78,296 
TS seu 25,891 69,486 43,595 
BP sees 20,188 80,681 60,493 
_ eee 13,987 69,314 65,327 
ee 12,547 68,462 55,915 
i 8,769 28,371 19,603 
SB ase 5,999 28,664 22,664 
Oe san 3,791 18,556 14,766 
85 &< over 106,257 70,746 *35,511 





$3,235,462 $4,826,786 $1,591,323 


*Excess of assessments. 

These figures are from the sworn 
statement of the Royal Arcanum. We 
are unable to explain the figures for 
age 85 and over. That those members 


contributed $106,256.24 in assessments 
last year is a preposterous proposition. 
There were only 138 members in this 
class last year, of whom 28 died, leaving 
110 on December 31. Those 138 mem- 
bers did not pay over $106,000 in assess- 
ments during the year for their total in- 
surance @ year ago was only about 
$355,000. A full year’s assessment on 
this amount, at $64.32 per annum, would 
be less than $23,000. Letting these fig- 
ures stand, however, the members over 
55 years old paid in assessments $3,235,- 
462.79, while their death losses were 
$4,826,786.76, creating a deficit of $1,591,- 
323.97. The death losses averaged 150 
per cent. of the assessments and fo 
some ages were 500 per cent. 

Until last year the dividing line hbe- 
tween the paying and non-paying mem- 
bers was age 59, all of that age and 
younger contributing to the surplus 
while all above that age created a 
deficit. Last year there was a deficit 
on the three ages 56, 57 and 58 years, 
aggregating nearly $98,000. We show 
below the net results for the past five 
years for each class of members above 
and below age 60: 


AGES 21 TO 59 YEARS 


Assess- Death Over- 
Year ments Claims payments 
1906 .. $6,704,790 $4,583,590 $2,121,200 
1907 .. 6,112,319 4,650,821 1,461,498 
1908 .. 5,911,423 4,419,753 1,491,670 
1909 .. 6,049,170 4,139,878 1,909,292 
1910 .. 5,775,409 4,549,676 1,225,733 





Total .$30,553,111 $22,343,718 $8,209,393 
AGES 60 AND OVER 


Deficits 
1906 .. $2,229,412 $3,059,053 $829,640 
1907 .. 2,484,033 3,221,640 737,606 
1908 .. 2,478,909 3,194,020 715,111 
1909 .. 2,153,096 3,515,461 1,362,365 
1910 .. 2,330,896 3,784,991 1,454,095 





Total .$11,676,345 $16,775,164 $5,098,819 


The members under 60 years have 
contributed over $30,000,000 in five 
years, while their death losses were 
only about $22,000,000, leaving a surplus 
exceeding $8,200,009. The members 60 
years and older have contributed less 
than $12,000,000, while their death loss- 
es were nearly $17,000,000 leaving a 
deficit of over $5,009,000 which came 
out of the surplus of the younger mem- 
bers. This is a very serious showing, 
particularly for the younger members 





who are throwing their money into a 
bottomless pit. They will never get 
back that $5,000,000 or any part of it, 
and the remaining $3,000,000 is begin- 
ning to disappear as the older members 
are now taking all the accumulating 
surplus of the younger members, and 
last year $228,000 beside. The situation 
becomes still more serious from the 
fact that the aged members are increas- 
ing out of proportion to the younger 
members although the majority of the 
new members now admitted to the 
Order are under 30 years of age, and 
many of them under 25 years, while 
none are over 54 years. 

Last year the total number of mem- 
bers under 69% years of age increased 
only 606 while those over 59 years of 
age increased 1,924 or more than three 
times as many. The change in the 
membership since 1905 for the two 
classes is shown as follows: 


Under 60 Years Over 59 Years 


Dec. 31 Members Increase Members ‘Inc’ase 


TOUS 2. SIR TED ln ccce 18,047 eves 
1906 .. 222,017 14,692 18,877 830 
1907 .. 217,241 *4,776 23,189 4,312 
1908 .. 215,234 *2,007 25,017 1,828 
1909 .. 215,884 650 27,044 2,027 
1910 .. 216,490 606 28,968 1,924 


*Dec rease. 


The Royal Arcanum has rejoiced in 
the increase in its membership in the 
last two years, but the gain among the 
members under 60 years of age in that 
time was only 1,256, while among the 
members over 59 years, all of whom are 
unprofitable to the Order the increase | 
was 3,951. 

While the membership has increased | 
there has ‘been a steady decrease in the | 
amount of insurance every year. Where | 
this decrease has occurred the following 
comparison will show: | 





Under 60 Years 


Dec, 31 Insurance 

BE “baksaedaceconcaken $502,553,500 
en cchwiesaunesa wad 464,577,500 
ME ‘wadssudehes shennan 445,369,500 
My aewcndlunkene deka 433,838,000 
PP btak Shae ewagaenne 426,205,500 
BP dtinknawhtanwancenite 419,165,000 


The unprofitable business is increas- 
ing at the rate of $3,000,000 a year, while 
the profitable business is decreasing at 
the rate of $7,000,000 a year. By com- 
paring the insurance outstanding with 
the death claims incurred for the two 
age classes, the reason becomes plain 
why the Royal Arcanum is being 
swamped with death losses. These loss- 
es are bound to go on increasing while 
the assessment to meet them cannot 
increase in proportion. The only hope 
that any young man who now joins the 
Royal Arcanum has of realizing any- 
thing from his insurance protection is 
in a speedy death. 





Securing Ordinary Prospects. 





Assistant J. T. Shehan of the Lynch- 
burg, Va., district of the Life Insurance 
Company of Va., has adopted a rather 
unique plan of obtaining Ordinary pros- 
pects in addition to those obtained 
through personal canvass. Superintend- 
ent P. F. Barham tells the story in the 
following language: 

He has agreed with his wife to give her 
full commissions on all prospects she gives 
him, and she uses same to buy furniture for 
their home. They now have their home fur- 
nished nicely, and Mrs. Shehan has a nice 
little amount ahead to he deposited in the 
savings bank to her individual account, for 
there is never a week she does not give 
him three or four prospects and sees that 
he calls on them promptly, consequently, he 
has averaged an Ordinary issued each week 
this year, and now stands number one in 
the Lynchburg district and number fifteen 
as assistant for the company for the year. 





A report is current that the Wisconsin 
Legislature before it adjourns may en- 
tertain a resolution calling for an in- 
vestigation of the fire insurance situa- 
tion in the State, because of the many 
complaints had regarding dwelling rates 
at Milwaukee. 





One dollar of new business from 
every agent and general agent, is the 
aim of the field force of the Union Life 





Lhe 
Metropolitan Life 
Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


“Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1910 was: 





507 per day in Number of Claims Paid. 

6,163 per day in Number of Policies 
Issued and Revived. 

$1,428, 738,00 per day in New Insurance 
Issued and Revived. 

$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$121,717.71 per day in Increase of 
Assets. 





METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN, President 








of Toronto for this week. 





NOW ORCANIZINC 


THE CITIZENS LIFE INSURANCE COMPANY OF AMERICA 
Home a Pa. 


THE READING FINANCE AND SECURITIES COMPANY INC., Fiscal Agents 





402-404 Colonial Trust Bidg., Reading, Penna. 








Decréase Insucemre” *°*" increase AN examination of the Southern 
i ek $48,374,500 ..eeeee. States Fire of Birmingham, Ala., under 


$37,976,000 49,553,000 $1,178,500 the direction of W. R. Halliday of the 
19,208,000 59,574,047 10,021,047 firm of Halliday & Damron of Birming- 
11,531,500 63,180,341 3,606,294 ham and Montgomery, Ala. has just 
7,632,500 67,101,030 3,920,689 been concluded for the Alabama Insur- 
7,040,500 70,732,728 3,631,698 ance Department. 





J. G. WALKER. President 
T. WM. PEMBERTON, Ist Vice-President W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 
THE OLDEST Southern Life Insurance Company: 
THE LARGEST AND STRONGEST Southern Life Insurance Company: 
THE PIONEER Southern Industrial Life Insurance Company: 
Its Policies are clear and definite in their provisions, and their values are absolutely 
guaranteed, 


BSSST DSSSMAVST BA, UG. oo. 2c cccccecscrccccccccccccccccsccescseccceseccccesscesce $6,338,576.82 
TAabdilitios Deceenber Bi, 1910, . .. 2... ccccccccccccccsscccccccccccesccccccsescceses 5,106,996.02 
Insurance in Force December 31, 1910.........-.. cece eeeeeeeececeeeeceecceeeeeees 72,440,374.00 
Total Payments to Policyholders since Organization........... 6. ..e.seeeeseeeeeee 10,786,598 97 








INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for afew additional men 
whe are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 











Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most l'beral Industrial Policy 








ROME INSURANCE COMPANY 
ROME, GA. 


J. C. PORTER, Vice-Pres. an and Manager 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 
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EMBARRASSING ENTANGLEMENTS. 

An inventory of the assets of the 
failed Northern Bank of this city, 
shows that Otto Kelsey, former super- 
intendent of insurance of New York 
and, at the time it ceased business, 
president of the Aetna Indemnity Com- 
pany, was a borrower from that institu- 
tion to the amount of $22,500. 

This item is of interest insurance- 
wise, because it seems to throw some 
light on the affairs of the Aetna Indem- 
nity during its closing days. It will be 
remembered that there was certain 
substitution of securities belonging to 
the Aetna, which was revealed by 
Superintendent Hotchkiss and which 
proved to be much to the disadvantage 
of the Company. The transaction was 
of such a nature that the facts were 
placed in the hands of the district at- 
torney. 

Mr. Kelsey was quick to proclaim his 
ignorance of the entire transaction, al- 
though many thought at the time that 
his experience as Superintendent of In- 
surance and his position as president 
of the Company, made it a matter that 
was peculiarly within his ability and 
his duty. As it now appears, the situa- 
tion must have been a very embarrass- 
ing one for Mr. Kelsey. The Northern 
Bank was owned by Joseph G. Robin, 
who now awaits sentence for his part 
in its failure, and the Aetna Indemnity 
Company was also a Robin concern. 
That Mr. Kelsey, as president of 
Robin’s indemnity company, should 
borrow $22,500 from Robin’s bank, 
would not tend to make Mr. Kelsey a 
better executive of the Company. We 
have no intention to criticise the trans- 
action of the loan itself. It, presuma- 
bly, is above reproach, for the North- 
ern Bank held collateral, but we do 
raise the point that, by reason of the 
loan Mr. Kelsey could not exercise that 
impersonal and disinterested authority 
which every institution is entitled to 
receive from its head. 

Shortly after Mr. Kelsey became 
president of the Aetna Indemnity Com- 
pany, he borrowed from the Northern 
Rank $20,000, which was secured by 140 
shares of the Huguenot Trust Co., of 
New Rochelle. The remaining $2,500 





was borrowed in November of last year 
on a note. Mr. Kelsey is a man of suf- 
ficient experience in public life and 





business affairs to know that he was 
compromised under the circumstances, 
and could not manage Robin’s company 
with the free hand that was necessary 
for its welfare, and particularly so, as 
the Aetna at the time he took hold of 
it required just that strong and free 
treatment. Fortunately, the tendency 
in elevating men to head insurance 
companies, is all in the direction of se- 
curing disinterested ability, and elimi- 
nating the “friend at court” and the 
man with “the axe to grind.” 





FIELD OF GREAT PRODUCTION. 





The Life Insurance Company of Vir- 
ginia states that the South is a good 
place to push for life insurance, and 
certainly no better evidence could be 
given, or should be required, as to the 
veracity of the assertion than the facts 
set forth. It is pointed out that the 
South yields annually: 

$2,690,000,000 from its factories; $2,- 
600,000,000 from its farms; $440,000,000 
from its forests; $280,000,000 from its 
mines; $1,000,000,000 of cotton with 
seed; $730,000,000 of grain; $200,000,000 
of live stock; $175,000,000 of dairy 
products; $170,000,000 of poultry pro- 
ducts; $150,000,000 of fruit and vegeta- 
bles; $69,000,000 of tobacco. 

With such an enormous annual pro- 
duction from natural sources, the pro- 
gressive life insurance agent need have 
no fear of reaching a point where he 
will be short of prospects. 





ACT ON: INSURANCE BILLS. 





Would Compe! Fire Companies to Re- 
port Congested District 
Liability. 





Albany, April 4.—Although confusion 
reigned here during the last week of 
the Legislature before the two weeks 
recess was taken because of the capito1 
fire and the ending up of the Senatorial 
fight the Assembly found time to act 
on several bills of interest to the in- 
surance world. All were advanced and 
as soon as the Legislature reconvenes 
will be quickly passed as there seems 
to be no opposition to them. They are 
four department bills which were in- 
troduced by Assemblyman Hoey, chair- 
man of the insurance committee. One 
adds voluntary and unincorporated as- 
sociations to those against which the 
superintendent of insurance may bring 
liquidation proceedings and makes sev- 
eral other amendments to this section 
of the insurance law. 

The second requires fire insurance 
companies to report in their annual 
statements the total amount they have 
at risk in congested value districts in 
all cities of the United States of more 
than 500,000 population. The boundaries 
of these districts are to be fixed from 
time to time by the superintendent of 
insurance. 

The third bill would permit casualty 
companies to insure against loss caused 
by damage from water, arising from 
breakage or leakage or sprinklers, 
pumps or other apparatus, erected for 
extinguishing fires and of water pipes, 
and against accidental injury to such 
sprinklers, pumps or other apparatus. 

The fourth provides that the two per 
cent. tax on premiums now required of 
foreign health and casualty companies 
must be paid for business done at any 
time in this State. The present pro- 
vision, restricting such a tax to business 
upon which a tax on premiums has not 
been paid in any other State, is cut out. 
The same provision is also applied to 
the one per cent, tax required of foreign 
life companies. 

Among insurance bills introduced 
during last week is the following: 

Senator Brackett. Amending the In- 


surance Law by adding two new sections 
(218 and 219) permitting mutual lia- 
bility insurance companies of other 
States, insuring against loss or damage 
resulting from accident to, or injury 
suffered by, an employe or other person 
for which the insured is liable, to do 
business in this State upon filing certain 
papers with the superintendent of in- 
surance. 

These papers include, among other 
things, an agreement to pay the fees 
required by section six of the Insurance 
Law, and the appointment of the super- 
intendent of insurance to be the lawful 
attorney for such foreign company upon 
whom legal tax process may be served 
within the State. The bill provides a 
tax of one per cent. on all gross pre- 
miums or assessments collected by the 
company for business done in the State, 
but in no case is this tax to exceed the 
amount which the company would be 
required to pay in its home State. It 
also makes other provisions. 





COMPUTING MORTALITY RATIOS. 





(Continued from page 6.) 
than the other, on business of corre- 
sponding age, it is certain that it would 
not realize as large surplus from saving 
in mortality as the company with the 
lower ratio. The mortality ratio as 
commonly stated on this basis—that is, 
the ratio obtained by averaging the 
entire business of the two companies, 
is often grossly misleading. It may, 
however, be something of a guide to 
the expert, who has a correct idea of 
the age and character of each com- 
pany’s business; notwithstanding it may 
convey a very strong impression to the 
man who is not thus fully informed. 





DETAILS OF DEAL CLOSED. 





Pittsburgh Life & Trust Turns Over 
Washington Building, Taking Mort- 
gage for $3,900,000. 





On Tuesday of this week a mortgage 
for $3,900,000 was recorded in the 
Register’s office in New York city, the 
mortgage having been taken by the 
Pittsburgh Life & Trust Co. on the 
eighteen-story structure located at the 
corner of Broadway and Liberty street, 
and heretofore known as the Washing- 
ton building. 

The mortgage extends until April 15, 
1936, but provides for a substantial re- 
duction at every six months’ period. 

As stated in our issue of last week, 
the Pittsburgh Life & Trust sold the 


building to Robert E. Dowling, presi- - 


dent of the City Investing Company, 
for $4,500,000, and under the arrange- 
ment the annual income of the P. L. & 
T. from this portion of its assets alone 
will be increased approximately $45,000. 

The building was turned over to the 
new owners yesterday. 





Automobile Insurance in New Jersey. 





A Paterson, N. J., subscriber asks 
for the names of insurance companies 
writing automobile fire and collision in- 
surance in New Jersey. 

A number of fire companies, includ- 
ing such representative offices as the 
Aetna, Home, Queen, ané the Royal, 
write policies covering fire and theft 
hazards, while the liability feature is 
indemnified against by liability compa- 
nies. The Aetna, Casualty Company of 
America, Employers Liability, Commer- 
cial Casualty, London Guaranty & Ac- 
cident, Maryland Casualty, Ocean Ac- 
cident, Pacific Coast Casualty, and the 
Travelers among other companies, issu- 
ing liberal covers. 





$5,000 for Injuries. 





While at work upon a house in Octo- 
ber, 1908, Harry Kolb, a painter of 
South Scranton, Pa., claims to have 
been badly burned through coming in 
contact with a bare telephone wire. He 
sued the Consolidated Telephone Com- 
pany of Scranton for damages, and on 
Thursday last was awarded a verdict 
for $5,000. 





OF PERSONAL INTEREST 








C. H. Boyer, U. S. Industrial Depart 
ment manager of the General Accident 
of Scotland, is on a trip in the Middle 
West in the interests of Workmen's 
Compensation Mmsurance, visiting Chi- 
cago, Indianapolis, and Cleveland. E. 0. 
Howell, traveling special, who will give 
his entire time to this form of insur- 
ance in the future, is in New Orleans, 
where the General has very large in- 
terests, and in which vicinity he will 
spend a week or ten days. J. J. Ken- 
nedy, also a traveling special for the 
Company, is making a tour of New York 
State. 





John H. Ward, of Nelson Ward and 
Company, leading local agents of Jer 
sey City, though active in the business 
life of his home community, yet finds 
time between his duties as insurance 
man, banker, building and loan officia! 
and leading light in the New Jersey 
Association of Local Fire Insurance: 
Agents, to do yeomans work in conne: 
tion with the Laymens Association of 
the Methodist Episcopal Church. A 
vice-president of the organization, Mr. 
Ward was a leading figure at the re 
cent Newark Conference, and by his 
clear-headed business sense did much 
to expedite the work of the body. 


The decision of Rev. Dr. J. H. Joweit 
of Birmingham, Eng., to accept the 
pastorate of the Fifth Avenue Presby 
terian Church of New York city wa 
due in a large measure to the persist 
ency of F. A. Wallis, formerly of the 
Home Life. Mr. Wallis, who was on 
the yacht which went down the bay to 
meet Dr. Jowett, was one of a commi 
tee of three sent,to England to secur: 
a pastor. Dr. Jowett was finally decided 
upon, and when he had. practically 
agreed to come, a wave of protest went 
up throughout the British Isle, the 
royal family and members of Parlia 
ment joining, so that the great divin: 
withdrew his tentative acceptance ot! 
the call. In the face of such obstacle 
the average man would have turned 
elsewhere, but Mr. Wallis insisted o 
going back and trying to prevail upon 
Dr. Jowett to consider the matter for 
one year, during which time the pastor 
ate would be kept open. The idea proved 
successful. Aggressiveness and deter 
mination are two pronounced charac 
teristics in the make up of Mr. Wallis 








Frank T. Partridge, one of the abi 
lieutenants of D. F. Appel, vice-presi 
dent of the New England Mutual Life, 
has returned from a tour of the agen- 
cies of the Company, which lasted for 
seven weeks, covering the Western, 
Pacific and Southern fields, enthusias 
tic as to business conditions generally, 
and as applied to his Company in par- 
ticular. Enthusiasm and optimism 
prevailed all along the route. 





What’s in a name? V. W. Doolittle, 
identified with the Pittsburg agency of 
the Phoenix Mutual Life, has been on 
the honor roll 100 consecutive weeks. 
He lives in a town of 4,000 inhabitants, 
and during the 100 weeks referred to 
has secured 172 applications. 





The Actuarial Society of America 
has granted to W. R. Halliday exemp 
tion from examination and has enrolled 
him as an associate of the Society. Mr 
Halliday is a member of the firm of 
Halliday & Damron of Montgomery and 
Birmingham, Ala. 





The Olean (N. Y.) agency of the 
Phoenix Mutual Life gave Manager 
Fitch of Fitch & Ramsey, a surprise at 
the Snow Shoe Club March 18. Follow- 
ing an enjoyable luncheon, Mr. Fitch 
received a “shower” of applications. 





Fred S. James, of Chicago, western 
manager of the National of Hartford, 
returned from a two months’ trip 
abroad on Friday of last week. 
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BROKERS’ LICENSE BILL UP 


SMALL CITIES NOT AFFECTED. 





Some Radical Points in the Measure 
Are Criticised—Full Text of 
the Bill. 


The bill to license fire insurance 
prokers by the State, which grew out 
of the Merritt Committee’s report and 
has been a matter of conference be- 
tween the companies, the brokers and 
the insurance department for some time 
past, has been introduced into the New 
York Legislature and is now in the 
hands of the insurance committee. 

The bill provides that all persons in 
New York State who “negotiate for or 
place risks for an insurer” must, after 
January 1 of next year procure a license 
from the insurance department. The 
application of the bill is restricted, how- 
ever, to cities of 400,000 population and 
over. The fee to be charged in con- 
nection with the license and which will 
be paid to the State, is $100. 

[t will be seen from the terms of the 


bill, that no provision has been made 
for licensing brokers in cities of less 
than 400,000 population. There has 
been considerable comment as to 
whether the bill would legislate the 


] 


small city broker out of business, or 
whether by eliminating him altogether, 
! vould be permitted to carry on his 
ness unlicensed. When this matter 


W brought to the attention of one of ® 


the framers of the bill, he said: 

That is a point that has not been 
taken care of yet. We are now working 

t out and if necessary we will make 

e change in the bill in that par- 
ticular. Whether the brokers in the 
smaller cities will go unlicensed or not 
has not yet been decided. Certainly 
there is no intention on the part of 

framers of the measure to limit or 
restrict the activities of the legitimate 
brokers in the wp-State cities.” 

There has also been some criticism 
large increase in the license fee, 
from $10, when the brokers received 
heir authority from the Fire Insurance 


of the 


Exchange, to $100 required by the bill. 
In defense of this amount, it is said 
that it is of no consequence to the 


legitimate broker in New York or Buf- 
falo, the two cities affected, but it is 
just about enough to keep out the ‘“‘near” 
broker who is not really in the business. 

Another provision that has been ques- 
tioned, is that relating to the placing 
of business by a salaried employe of 
an assured. The bill requires that a 
written application must be filed with 
the Superintendent of Insurance which 
must set forth, among other things, 
that: “the applicant is not a salaried 
employe of any person, partnership or 
corporation on whose property or risks 
he receives or expects to receive ap- 
plication for insurance,” etc. Many 


DEPARTMENT | 


in other enterprises and are officers of | 
corporations or are in partnerships in | 
other lines of business and for which | 
they write insurance, The provision is 
of course, aimed at those persons, who 
secure license merely for the purpose 
of getting the commission from the in- 
surance on their own or their employ- 
er’s insurance, but in eliminating those, 
the bill seems to strike a much wider 
field and as some have pointed out, 
promises in this respect alone, to cause 
a considerable amount of difficulty, not 
tc say loss of some brokerage offices of 
this city. 

The bill has not yet had a hearing 
and it is presumed that it will undergo 
some changes before being passed to 
further reading. The full text of the 
bill as introduced, follows: 


Brokers License Bill. 


An Act to amend the insurance law, by 
providing that all agents of persons, asso- 
ciations and corporations, authorized to 
do an insurance business in this State and 
all insurance brokers, shall procure a cer- 
tificate of authority from the Superintend- 
ent of Insurance. 

The people of the State of New York, rep- 
resented in Senate and Assembly, do enact 
as follows: 

Section 1. Section fifty of chapter thirty- 
three of the laws of nineteen hundred and 
nine, entitled “An act in relation to in- 
surance corporations, constituting chapter 
twenty-eight of the consolidated laws,” is 
hereby amended to read as follows: 

“Sec. 50. Agent’s certificate of authority. 
No person, partnership or corporation shall 
act as agent for any underwriter, incorpor- 
ated or unincoporated, hereinafter called ‘in- 
surer,’ in the transaction of any business of 
insurance within this State, or negotiate for or 
place risks for any such insurer, or in any way 
or manner aid such insurer in effecting in- 
surances, or otherwise, In this State, unless 
such insurer shall have fully complied with 
the provisions of this chapter. Bvery such 
agent shall annually, on the first day of 
January, or within six months thereafter, 
procure a certificate of authority from the 
Superintendent of Insurance, who shall file 
in his office evidence of the issuance of such 
certifieate to the agent aforesaid. No per- 
son, association or corporation authorized to 
transact any insurance business within this 
State shall employ any agent to solicit in- 
surance or issue policies for him or it un- 
less such agent has a certificate of authority 
as required by this section. Such certificate 
shall be revoked by the Superintendent of 
Insurance if, after due investigation, and a 
Learing either before himself or any salaried 
employe of the Insurance Department, whose 
report he may adopt, he determines that the 
holder of such certificate has violated any 
provision of this chapter, and any person 
whose certificate of authority is so revoked, 
ov any partnership of which he is a mem- 
her, or any corporation of which he is an 
officer, shall not be entitled to any certfficate 
or license under this chapter for a period 
of one year thereafter, and if any such cer- 
tificate, held by a partnership or corpora- 
tion, is so revoked, no member of the 
partnership or officer of the corporation shal 
pe entitled to any such certificate or license 
for the same period of time. Any person, 
partnership or corporation violating the pro- 
visions of this section shall forfeit to the 
people of the State the sum of five hundred 
dollars for the first offense, and an addi- 
tional sum of one hundred dollars for each 
month, during which any such person, 
partnership or corporation shall continue to 
act in violation of this section. This sec- 
tion shall not apply to the agents of life 
insurance corporations, or the agents of in- 















BOWSER 


FIRE PROOF OIL STORAGE 


It is most important in the construction of your buildings to 
make proper arrangements for the safe storage of your oils and 
volatiles. 

The Bowser Systems comply with city ordinances and procure 
the measure of safety prescribed by the National Board of Fire 
Underwriters. 

118 Bowser tanks went through the San Francisco fire—not 
one exploded. 

When you are ready to take up the matter of oil or gasolene 
storage just drop a card for our Booklet No. 80. It’s full of infor- 
mation and Free. 
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surerg transacting business under the pro- luudred dollars. This section shall not ap { 
visions of articles five, six, seven and nine ply to life insurauce, marine and transporta 
of this chapter.” liek lusurauce aud contracts connected { 
Sec. 2. Said chapter is further amended therewith, uor w insurance written or con 
by inserting therein two new sections, to tracts wade by aud 
be sections fifty-a and fifty-b, and to read corporatious authorized to do business under 
as follows: arucles live, six, seven aud nine of this 
Qualifications Essential. chapter. 
“Sec. 50-a. Business to be accepted only “Sec. Wb. Lefure any certificate of au 
from brokers with certificates of authority. thority siall be issued by the Supermtendent 





persuus, associati 


No person, association or corporation, author- of Insurance, under section filty-a of this 
ized or permitted to do an insurance busi- chapter, to persous, partnerships or corpui 
ness within this State, or agent thereof, atious appiyiug tleretor, there wust be uled 4 


shall pay any commission or any other com- in the vifice of the said 
pensation to any person not a duly author- 
ized agent of such person, association or 
corporation for services in obtaining or plac- 


- superintendent a 
written application fur such certificate which : 
must set tortl, (a) the 


hale abd address 


; Of the applicant, and if the applicant be a 
ing any such insurance property or TiskS partnersinp, the names and addresses ot f 
lecated within this State, or against any each member thereof, and if a corporation 
liability, casualty, accident or hazard that tute names aud addresses of each if its of- i 
may arise or occur therein, unless such per cers; (b) whether any certificate of author ; 


son shall have first procured from the Super- ity as agent 
intendent of Insurance a certificate of au- tofore by the 
thority to act as broker to solicit such in- the applic st, 
surance as provided by this section. No 
person, partnership or corporation, in cities 
having a population of four hundred thou- 


x broker has been issued there- 
Superintendent of lusurance to 
the and, if the applicant is an ' 
individual, whether any such certificate has ‘ 
been issued theretofore to any partuership of 





* which he was a member ar y corpor 
sand and upward, shall act as broker in the tion of which he or ir _— = wi ‘al aan “ee H 
woe PY seemed " 4 tnatt . npr 7 ~~ 7-28 Ge > = 
salic itation or proc ureme nt of applications if the applicant is a partuership, whether { 
for such insurance, or receive for services gyeh eertiticate has been issued 11 tofor u 
| . - <a “ tific: i bee Ss suer heretotore 
in obtaining or placing such insurance, any ty any member thereof, and if the appl nt : 
. ape age B- * 4 reol, an the applican 
commission or other compensation from any j,g corporation, whether any suct : ' 
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or permitted to do an insurance business In . ‘ to any per HM 
this State, or agent thereof, without first i See os ee time application is made is 
procuring a certificate of authority so tO jess in whict — COS POCA LEON 5 (c) the busi 
act from the Superintendent of Insurance, gaged fae th “ wene eppicant has been en t 
which must be renewed annually on the first of. ~aA et ut Hext preceding the date : 
day of January, or within six months there- ©f the application, and if employed by ai 
after. No such certifieate shall be valid, other, the hame or names of such employer 
however, in any event, after the first day of 7 @mployers; (d) that the applicant has 
July of the year following the issuing of — or is engaged or intends to engage, in A 
the same. ‘The fee to be paid to the said S00 faith, principally in the insurance brok 
superintendent by the applicant at the time tenis business or that he conduets or in 
application is made shall be one hundred ence to conduct such business in connec 
dollars. Such certificate shall be revoked Clon With a real estate agency or real estate 
by the superintendent if, after due investi- brokerage business, and is rt salaried q 
gation and a hearing, either before himself, ©™Ploye of Y person, partnership or cot ' 
or any salaried employe of the Insurance poration on whose property or risks he re { 
Department, whose report he may adopt, he C©/Ves or expects to receive application for 
determines that the holder of such certificate ‘i"Surance, aml does not make the applica ¢ 
has violated any provision of this chapter, ‘ion for the certificate of authority for th i 
and any person whose certificate of author- sole purpose of securing commissions on In 
ity is so revoked, or any partnership of ‘Srance written on his own property o1 i 
which he is a member, or any corporation of "sks. Such application must be signed and ' 
which he is an officer, shall not be entitled Verified by the applicant 1 if made by 
to any certificate or license under this 1 partnership, by each member thereof, and 
chapter for a period of one year thereafter, '! by a corporation, by any proper officer 


thereof.”’ 
Sec. 3. This act shall take effect January 
first, nineteen hu 


and if any such certificate held by a partner- 
Ship or corporation is so revoked, no mem- 
ber of the partnership or officer of the cor 
poration shall be entitled to any such Ao 
tificate or license for the same period o _— ; — eas 

is. haw Gomen, gestneneli “a cornet The Virginia Fire & Marine of Balti i 
tion violating the provisions of this section more, has placed its Boston agency H 
shall forfeit to the State the sum of five with Rothery, Emery and Perkins. 
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San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 





Surplus, ee et ee 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 





U.S. Gash Assets, Dec. 31, 1910 $13,745,408.53 
5,155,974.57 
3,239,491.00 
1,427,290.00 
1,051,543.00 
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EFFICIENT SERVICE REWARDED. 
Advancement for Two Deserving Of- 
ficers of the North British & Mer- 
cantile Insurance Company. 

To care for the steadily growing busi- 
ness of the North British & Mercantile 
Insurance Company and its allied inter- 
ests, required an addition to its execu- 
tive staff, and from the weath of avail- 
able talent in the office, Manager Rich- 
ards decided to appoint William P. 
Young and Charles R. Perkins assistant 
deputy managers of the Corporation’s 

United States branch. 

Both men are widely known to the 
fire insurance fraternity as efficient un- 
derwriters, and have rendered loyal ser- 
vice to the upbuilding of the North 
British & Mercantile. Each has been 
trained in the insurance business from 
nis youth up, and, in the prime of young 
manhood is competent to successfully 
cope with the new and intricate prob- 
lems constantly presenting themselves. 

As general agent of the Metropolitan 
Department Mr. Young has very sub 
stantially developed the local business 
of the North British & Mercantile, and 
along lines that merit high commenda- 
tion. Beginning his business career in 
the head office of the Continental, Mr. 
Young later went with the Guardian of 
London, joining the North British office 
in 1894. His work in the agency depart 
nent was decidedly successful, and it 
was because of the ability there shown 
that Mr. Richards placed him in charge 
f the local branch, a decision he has 
never had occasion to regret. 

Cc. R. Perkins. 

An underwriter from choice and proud 
of it, Mr. Perkins’ record in the 
business is one of continuous advance- 
ment, a fact that he would be the last 
to admit, modestly protesting that he is 
merely a creature of fortune. 

After a brief apprenticeship at the 
ead United States offices of the Liver- 
pool & London & Globe, he transferred 
to the Phoenix of London, steadily ad- 
vaneing in its service until he was call- 
ed to the agency superintendency of the 
Magdeburg Fire of Germany. His con- 
nection with the North British & Mer- 
cantile dates from 1902, when he was 
given charge of its Middle Department 
territory. ‘ 

Manager Richards is peculiarly for- 
tunate in having surrounded himself 
with a corps of capable subordinates, 
each of whom is a master in his par- 
ticular department, and all pull together 
in a manner that makes for the steady 
advancement of the Company’s best in- 
terests. 

That service of this character is ap- 
preciated by the observant management 
the promotions above noted best attest. 





UNDERWRITERS” AGENCIES. 





Question as to ‘Their Representation 
in Boston Board Under 
Review. 

Members of the Boston Board have 
before them for consideration the mat- 
ter of underwriters’ agencies represen- 
tation, the issue having been raised 
through the application for admission 
to the organization of the Duquesne 
Underwriters, an offshoot of the Na- 
tional Union Fire of Pittsburgh. While 
the prevailing sentiment of the Hub 
agents favors admitting only such un- 
derwriters as maintain separate office 
and field staffs, as for example the New 
York and the Philadelphia Underwriters, 
as provided in the constitution of 
the Boston Board, a motion to amend the 
regulation to modify the present prohi- 
bition has been submitted, and is now 

under consideration. 

The New York Fire Insurance Ex- 
change is inflexible in its refusal to 
admit “underwriters agencies” and has 
repeatedly declined to consider the ap- 
plications of organizations of this char- 


acter. The only exception to the iron- | 
clad exclusion rule is the New York 
Underwriters Agency, which was in full 
operation when the Exchange was 
formed, and which by special declara- 
tion is entitled to all the benefits of 
organization membership. 


| 

| 

| 
—- | 
FOR BUFFALO GATHERING. | 
—_— 
Committees Appointed to Perfect Ar- | 
rangements for Local Agents’ | 
Convention. | 

| 





Determined that the next annual | 
convention of the National Association 
of Local Fire Insurance Agents, to be | 
held in their city within a few months, | 
shall be a memorable one, the Buffalo | 
agents are already systematically ar: | 
ranging for the event. | 

Committees have been named by the 
Buffalo Board as follows: | 

Committee on Selection of Conven. | 
tion Hall: Convention headquarters | 
and hotel accommodations: Messrs. E. | 
C. Roth, E. S. Hawley, A. D. Husted, | 
A. A. Bettinger, Mally O’Brian. } 

Committee on Transportation: 
Messrs. John L. Tiernon, Alex. Gittere, 
J. S. Kellner, S. F. Scheu, John A. 
Murphy. 

Committee on Entertainment: 
Messrs. C. L. Gurney, L. G. Morgan, C. 
N. Armstrong, E. B. Eggert, Geo. B. 
Vandervoort, R. H. Mason, John L. 


Tiernon. 
Committee on Printing, Decorations 
and Emblems: Messrs. W. H. McPher- 


son, Jas. A. Campbell, Geo. M. Wood- 
cock, Theodore Steeg, W. S. Mioducki. 





REINSURANCE EFFECTED. 
Discouraged With Outlook for Small 
Companies William Penn Transfers 
Liability to Scranton Fire. 

A deal effective as of April 1st, was 
recently arranged whereby the entire 
liability of the William Penn Fire, of 
Pottsville, was reinsured in the Scran- 
ton Fire, of Scranton. The former 

Company wili retire from business. 

The directors of the William Penn 
decided that the present conditions 
and future possibilities of the fire in- 
surance business, did not hold out great 
hope for small companies, and while 
the business of the institution since | 
Pettibone and Krouse became its man- 
aging underwriters in June last, has 
been profitable, the loss ratio being 
well below the normal, it was yet felt 
that unless a good working surplus | 
could be given the Company it was not | 
likely to secure a large business. 

| 
} 











As Pettibone and Krouse obtained | 
their business through a well selected | 
agency corps, the risks turned over by | 
the William Penn to the Scranton Fire | 
should prove valuable to the latter of- | 
fice. Details of the reinsurance and | 
transfer of the agency plant were ar- | 
ranged by Pettibone and Krouse, and | 
the Scranton Fire will replace the Wil- | 
liam Penn Fire in the Philadelphia | 
and Haddonfield, N. J., local agencies | 
of C. A. Krouse & Company. 

| 
| 
| 





Added to Home Directorate. 





Elbert H. Gary and Thomas B. Kent | 
were elected directors of the Home In- | 
surance Company, at the annual stock- | 
holders’ meeting some days ago, the | 
field vacancies on the Board created | 
through the deaths of Cord Meyer and 
Samuel D. Styles. 

| 





Additional Territory. 

The German-American Fire Insurance 
Company, of Pittsburg, has added the 
State of New Jersey to territory han- 
dled by Whilden & Hancock, of New 
York. 





Assistant Secretary Coffin of the Ger- 
man-American will visit Chicago this 
week to go over the Western affairs of 
the German-American and arrange for 
their handling. 











Ageats when considering company representation should carefully 
investigate the merits of the 


NEWARK FIRE INSURANCE COMPANY OF NEWARK 


The Oldest Fire Insurance Company Chartered by the State of New Jersey 
With Assets of $1,083,679; Capital of $250,000; Net Surplus of 
$453,885 ; a liberal writing policy and unblemished reputation, the 
Newark Fire is a desirable addition to any local office. 

EDGAR J. HAYNES, Jr., President 
GEORGE F. REEVE, Vice-President CHARLES M. HENRY, Secretary 
ALEXANDER M. NICHOLS, Treasurer 








CALIFORNIA INSURANCE CO. 
OF SAN FRANCISCO, CALIFORNIA 
New York Standard Statement, Jan. 1, 1910 

CAPITAL - = = = $400,000 

All Liabilities, including Reserve - 563,113 

Total Assets - - - - 1,125,418 

SURPLUS to Policy Holders - 562,305 


This Company has a record unequaled in the 
history of the Insurance. business 
FRANK C. STURTEVANT 
MANAGER EASTERN DEPARTMENT 
FOURTH AND WALNUT STREETS, PHILADELPHIA 
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New York New Jersey Pennsylvania New England 





GENERAL AGENCY OF 


EDWARD E. HALL 


45 Cedar St., New York 


CHARLES S. CONHLIN, Sup’t of Agencies 


the State of Illinois, Metropolitar., Equity and County 


Fire Insurance Companies. 


Excellent reinsurance facilities. No overhead writing. 


All losses adjusted and paid by us. Five special agents. 








LOGUE BROTHERS & CO. 
249 FOURTH AVE., PITTSBURG, PA. 
GENERAL AGENTS 
REPRESENTING THE 

GEORGIA HOME INSURANCE CO. 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CO. 








GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 





GENERAL FIRE EXTINGUISHER COMPANY 


Executive Offices - e. - - - Provipence, R. I. 








| NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
JAMES NICHOLS, President 


STATEMENT, JANUARY Ist, 1911 





ASSETS LIABILITIES. 

Bonds and Stocks............. $7,491,467.60 Capital Stock. “insegegeet tS $ H 000,000.00 
Loans on Bond and Mortgage. 1,470,175.00 SS OSE VS EOE DOSROUT IMSS. ... - - the 

Real Estate unincumbered.... 657,740.69 ee See 

Cash on hand and in banks.... 393,990.34 Ss rp A ae for Contingent esneeese 
: io. ckecnbt-eeiiebslon J y 

EEE ...... aes Net Surplus....... 0.000000. 2,645,909.35 

$10,792,293.34 $10,792,293.34 


SURPLUS TO POLICYHOLDERS $3,645,909.35 


Sere ar Nod 
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GROWTH OF RE-INSURANCE BUSINESS 


One of the remarkable features of present day fire underwriting is the growth of reinsurances, the following fig- 
ures, taken from reports filed with the New York Insurance Department, showing that within seven years the pre- 
miums of the purely reinsurance offices in the State, have increased over a hundred and twenty-five per cent. 





1904 
PplOGES shccsactacevswens $555,383 
MOSCOW ccccccccccccccccs 924,366 
ee eee ee 3,812,638 
FOODIE. occ vss vacwcvoesiens 895,178 
MalamOOGTE 2.2 os ccseccve 1,327,605 
Seen vac .escccveu<s estes 824,605 
Hirst RGM cicccccsoce c0ssces 
Byala TOMS ..0ccsscccse “etsvine 
Bak cctascvesvcorsecssss ceseses 
Balkan N@tiomal .....ccc0 secsces 
Swine BOGS ccceccccdesce cvvsees 
Union & Phenix Espagnol ....... 





$8,339.775 


PENNSYLVANIA AGENTS ACTIVE. 





Local Men Meet Insurance Commis- 
sioner—Plan For Next An- 
nual Convention. 





During the past week William H. 
Wren, president of the Pennsylvania 
State Association of Local Fire Insur- 
ance Agents, and Jacob Gellert, chair- 
man of its executive committee, called 
upon Insurance Commissioner McCul- 
loch, and discussed with that official a 
number of matters of deep interest to 
agents. 

A meeting of the executive commit- 
tee of the Pennsylvania Association 
will be held at Williamsport to-morrow 
(Friday), at which arrangements will 
be completed for the next annual con- 
of the organization. This is 
held at Williamsport 


vention 
scheduled to be 
in June. 


OFFICIALLY ADVISED. 





Agents of the Rochester German Noti- 
fied of Intended Merger With 
German-American. 





Formal notice of the intended mer- 
ger with the German-American Insur- 
ance Company, has been given agents 
of the Rochester German Fire, as fol- 
lows: 

To Rochester German Agents: 

An agreement has been entered into 
between the directors of this company 
and the directors of the German Ameri- 
can Insurance Company of New York, 
to merge the two companies under the 
name of the German American Insur- 
ance Company of New York, and, under 
the provisions of the insurance law of 
this State, this merger agreement will 
be submitted for ratification to the 
stockholders of the two companies at 
the expiration of thirty days, as pro- 
vided by law. Upon its ratification by 
the stockholders and its approval by 
the insurance commissioner of New 
York, the merger will be completed and 
at that time the new company, with 
a capital of $2,000,000, a net surplus 
of $8,000,000 and assets of $19,800,000, 
will assume the liabilities of both com- 
panies, 

On the completion of the merger the 
German American Insurance Company 
will continue the plant and business of 
the Rochester German Insurance Com- 
pany under the style and name of the 
Rochester German Underwriters’ Agen- 
ey, with headquarters at Rochester, 
N. Y. The interests of the Rochester 
German local agents have been safe- 
guarded to the fullest possible extent, 
and, protected by the large assets and 
surplus represented by the policy of 
the Rochester German Underwriters’ 
Agency, they are placed in a position 
to continue their business uninterrupted- 
ly and to push its further development 
by the additional facilities and strength 
which will now be at there service. You 
are requested, therefore, to continue your 
business with us just as heretofore and 
to ignore all propositions which may 
be made to you from any source look- 
ing to a severance of your relations 
with this office. Policies of the Roch- 





1905 1906 1907 
$581,784 $632,647 $1,009,187 
888,271 1,517,779 1,223,291 
3,413,629 3,519,565 4,004,269 
2,122,643 3,069,453 3,415,937 
1,272,907 1,260,733 2,224,238 
825,855 951,139 1,068,017 
eeeuwas ae ee Cee 526,536 
reeReetar- ~ *- Gawsesaa 528,744 








$9,105,089 $10,951,316 $14,000,219 
ester German Underwriters’ Agency 
will be placed in your hands so that 
they will be ready for use at the proper 
time, and all other supplies now in 
your hands can be used as heretofore. 


Due notice of the completion of the 
merger will be given you that there 
will be no interruption whatsoever in 


your business. 
The loyal support accorded us by our 
agents in the past is acknowledged with 
gratitude and we confidently rely upon 
its continuance at this juncture. 
Very truly yours, 
(Signed) H. F. Atwood, Vice-President. 
The German American Insurance Com- 
pany joins in the above statement and 
will co-operate to the fullest extent in 
making the Rochester German Under- 
writers’ Agency of the greatest value 
to its agents. 
(Signed) Wm. 


N. Kremer, President. 





A VALUABLE ACQUISITION. 





John H. Carter, Southern Banker and 
Insurance Man, Now With 
Whilden & Hancock. 

An important acquisition to the well 
known firm of Whilden & Hancock of 
New York, is John H. Carter of Ashe- 
ville, N. C., who has purchased an in- 
terest in the agency and will have 
charge of the general financial end of 

its business. 

Mr. Carter couples a thorough knowl- 
edge of banking and finance with that 
of insurance. He was formerly presi- 
dent of the American National Bank of 
Asheville, his stock holdings in which 
he will retain. Other banking connec- 
tions in Georgia, North Carolina and 
Florida will be terminated as soon as 
practical so that his entire time may 
be given to the affairs of Whilden & 
Hancock. 

This move will greatly strengthen 
the personnel of the Whilden & Han- 
cock firm. Practically the entire time 
of both Mr. Whilden and Mr. Hancock 
is taken up in underwriting and agency 
matters, and the accession of Mr. 
Carter will fully provide for a highly 
competent management of the finances 
of the agency. 








ANTI-COMPACT FOR PENNA. 





Bill Before Legislature Prohibits Rate 
Agreements Under Severe 
Penalties. 





Under severe penalties fire insurance 
companies, by the provisions of a bill 
offered in the Pennsylvania Legislature, 
are forbidden to agree upon rates in the 
State. 





Increases Dividend Rate. | 





During the past year the dividend rate | 


of the Firemens Insurance Company of 
Newark, was increased from 16 to 18 
per cent., a condition made possible 
both by the returnis on its underwriting 
and the excellence of its investments. 
The latest sale of the Company’s stock | 
was at 490 per cent. Within ten years | 
the assets of the Firemens have in- 
creased from $2,800,058 to $6,121,382, and | 
its net surplus from $1,193,802 to $2,- 
841,939. 


1908 1909 1910 
$943,014 $925,003 $877,003 
1,161,041 1,545,751 1,668,902 
4,052,303 4,524,816 4,848,583 
5,524,434 3,954,532 3,939,704 
2,558,024 1,409,424 1,725,236 
1,052,830 1,061,203 1,103,193 

585,469 642,108 674,212 
650,012 985,756 1,078,597 

70,670 1,316,540 1,779,561 
idessees - Aevdébaae 57,199 
wiereee  |§ stcneewe 89,067 
tiene, = “wteekinkn 222,619 








$14,597,797 $16,375,133 $18,063,876 


REBATING BARRED. 





Measure Offered in New York Legisla- 
ture to Prohibit Practice—Penalty 
a Heavy One. 





Rebating by fire or casualty insurance 
writing companies, associations, or their 
agents or other representatives, is 
strictly prohibited in a bill now before 
the New York Legislature. The pen- 
alty for each offense is $500. 

M. A. SCHOLBE MANAGER. 
Germania Fire Man Chosen Head of 
Western Insurance Bureau—A 
Capable Underwriter. 





M. A, Scholbe, for years Illinois State 
Agent of the Germania Fire of New 
York, has been elected president of the 
Western Insurance Bureau (the non- 
union organization of the West) and 
is already studying the situation with 
a view to increasing the effectiveness 
of the association to its members. 

Thoroughly acquainted with the prac- 
tices and needs of the Western territory, 
where as an attache of the Germania 
Fire office for 27 years, he came in 
close and constant touch with its affairs. 
Mr. Scholbe is looked upon as an un- 
usually well qualified man for his pres- 
ent responsible post. 





Pittsburg Fire Branching Out. 
Admission into New York and New 
Jersey has been secured by the Pitty 
burg Fire, of Pittsburg, and application 
has ‘been made for entry into Massachu- 
setts. In the territory named the Com. 
pany will be under the management of 


Frank C. Sturtevant, of Philadelphia, | 


Eastern manager of the California Fire, 





and a man thoroughly conversant with | 


the needs of the territory. 





Unable to supply the assured 


indemnity of the disired character at | 


the rate named, control of the Hollen- 


den Hotel, Cleveland, Ohio, was lost to| 


the Cleveland agents by the New York 


with | 


| 


| 


brokerage firm of Charles E. Pinckney | 


& Company. 


i 


of America.” 





Cash Capital - - $5,000,000.00 


WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 
Assistant Secretaries. 
A. N, Williams, E. 8. Allen, 
E, J. Sloan, Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘‘ Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 


Cash Capital..... $1,000,000.00 
Eee eee 6,648,971.67 
Net Surplus 2,021,740.21 
Surplus for Policy 
eae $,021,740.21 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Prorection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - - 


$1,000,000.00 
CashAssets - - + $4,395,625.89 
Cash Surplus to Policy 
Holders - + + $2,063,04401 


The real strength of an insurance company ie In the con- 
servation of its mapagement, and the management of 
THE HANOVER is an absolute assurance of the security 
policy. 





R. EMORY WARFIELD, President 
JOSEPH McCORD, Vice-Pres. and Seo’y 
WILLIAM MORRISON, Ass’t Sec’y 
JAMES W. HOWIE, Gen. Agent 





HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 











LECITIMATE SURPLUS LINES 





of legal process. 


Extra facilities for Local Agents 


The Yorkshire Insurance Company, Ltd. 


OF YORK, ENGLAND 
FRANK & DuBOIS, U. S. Correspondents, 47 William St., New York 


Authority to adjust and pay all Losses, and Power of Attorney to accept service 


Funds held on deposit in New York banks for protection of American policy-holders. 











OKLAHOMA FIRE INSURANCE CO. 


OKLAHOMA CITY, OKLA. 
TERRITORY 
AGENTS WANTED WHERE NOT REPRESENTED 
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CAUSED BY + ‘GIGARITE 


RESPONSIBLE FOR ASCH FIRE. 





Authorities Still Endeavoring to Fix 
Biame on Building Owner or Ten- 
ants for Disaster. 





It was the conclusion of Fire Marshal 
Beers, following his inquiry into the 
cause of the Asch building fire in this 
city on March 25, that the disaster in 
which nearly a hundred and fifty lives 
were lost, was due directly by a lighted 
cigarette carelessly thrown into waste, 
and that the resultant loss of life was 
caused “by panic, by the inflammable 
nature of the contents of the three 
floors, and by the great congestion of 
the factory equipment, which made it 
impossible for the workers to make 
their way straight to exits.” 

The District Attorney of New York 
county and the Grand Jury is also fol- 
lowing the case in an effort to find who 
was to blame for the conditions known 
to have existed. By the terms of a bill 
before the New York Legislature, a 
committee is to be named to further 
probe the disastrous affair. 

The immediate effect of the fire has 
been an investigation of factory hazards 
in all parts of the country and clamor- 
ous demands for better safeguards to life 
and property. 

As Viewed by Henry Evans. 

Commencing upon the hysterical de- 
mands for remedial] legislation, and the 
need for approaching the subject in an 
honest and common sense manner, 
Henry Evans, president of the Conti- 
nental Insurance Company, said: 

“The appalling loss of life resulting 
from the fire in the Asche Building is 
greatly to be deplored, but the hyster- 
ical efforts to have some kind of tem- 
porary legislation put through to pre- 
vent such occurrances are foolish. The 
New York building law needs thorough 
overhauling and then honest enforce- 
ment. As a matter of fact a new build- 
ing code has been framed and failed 
of adoption only because of political 
wire pulling by affected interests. Let 
this code be adopted now and no make- 
shift legislation will be wanted. 

“A so-called fireproof building bears 
about the same relation to its contents 
that a furnace or a stove does to the 


material put in it to burn. As a rule 
the fireproof building will prevent the 
spread of fire to other buildings, just 


as a fire will not spread from one stove 
to another placed near it; but the con- 
tents of the fireproof building will be 
consumed once the fire is well under 
way just as thoroughly as the coal and 
wood in the stove. Further, the heat 
will be retained in the fireproof build- 


FIRE AND LIFE INSURANCE STOCKS. 


ing and human beings if they fail to 
get out quickly will be killed. This is 
particularly true of a building filled 
with merchandise, and to a very much 
less extent of an office building. If 
there is only ordinary office furniture in 
an office building the danger to life is 
not great; but if there is a large amount 
of inflammable material, such as par- 
titions, ete., stored in some dark floor, 
I would not want to be in the upper 
part of some tall structures I have in 
mind, where the stairs and elevators 
are in an open shaft, to carry the heat 
chimney like to the upper floors. 

“There are several theatres in New 
York where the loss of life, if an im- 
portant fire should take place during a 
performance, would be much greater 
than it was in the Asche Building. 
Then we should hear much talk about 
reform. Would it not be better to close 
these death traps now and prevent what 
in time is sure to occur? 

“At the last Yale-Harvard football 
game in New Haven the grandstand 
was on fire once; I know, for I saw it. 
The fire was put out, but if it had 
gotten a little more start nothing could 
have saved that great frame structure 
from burning. And had it burned how 
many of the more than 30,000 people 
within the enclosure would have lost 
their lives? Who would want to be on 
the grandstand at the Polo Grounds if 
a fire should take place when some 
great game was on? And how many 
would be killed? 

“New York and other cities are full 
of death traps. Now and then one 
burns, and if there is loss of life there 
is much talk about needed reforms; but 
nothing of value is done; the scare soon 
blows over. The present New York 
building law is obsolete and full of 
eraft features. The so-called ‘fire- 
proofed’ wood which has to be used in tall 
buildings is one sample of graft. That 
should be eliminated, and there should 
be some way to hold city officials re- 
sponsible for neglect and dishonesty.” 


Bearing Fruit. 


The Chamber of Commerce of Roch- 
ester issues 2 Bulletin on Fire Waste 
and Prevention. 

When the National Fire Protection 
Association made known to the Credit 
Men’s Association of Rochester that 
they desired to send Franklin H. Went- 
worth, of Boston, to their city to talk 
on fire waste and its prevention, the 
credit men readily agreed and deemed 
the privilege of listening to one so 
amply qualified to discuss the fire loss 
problem as Mr. Wentworth subsequent- 
ly proved himself, that they made the 
event of more than passing interest by 
preceding the talk by an informal busi- 
ness men’s dinner, held at the Powers 

“(Continued on page 16.) 


(Quotations furnished by E. 8, BAILEY, Broker, 66 Broadway, New York City) 
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PET TIBONE & KROUSE 


PHILADELPHIA, PA. 


ARNOLD & WANNEMACHER 
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Teutonia of Allegheny, Pa. 

Humboldt of Allegheny, Pa. 

German American of Pittsburgh, Pa. OPERATING IN 
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FIRE ASSOCIATION PHILADELPHIA F 


Office: Company’s Building, 407-409 Walnut St. 
Organized 1817 Incorporated 1820 Charter Perpetual 
Cash Capital $750,000 Assets $8,781,315.14 


E. C. IRWIN, Fypeidens H, CONDERMAN, Vice-Preident ¢ ~ 
* ' GARRIGUES, “Sec. and Treas. 
R. N. Seth Jr., Asst. Sec. and Treas. 1817 














NEWARK, N. Je 


Statement January 1, 1910 


Capital Stock . Tn ee Oey ree $1,000,000.00 
Reinsurance Reserve,................ 2,037,952.60 
All other Liabilities 241,490.26 


NET SURPLUS....... Ts 
TOTAL ASSETS.... 


PTTTeTITeTT iy 


DANIEL H. DUNHAM, President 
CHARLES COLYER, Vice-President 
A. H. HASSINGER, Secretary 
JOHN KAY, Treasurer 
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HOW AGENTS VIEW IT. 
(Continued from page 1.) 





a larger share of preferred business 
than they had received hitherto. 
Complaint of Agents. 

Generally speaking, companies report 
agreement signatures from one hundred 
per cent. of their Maine agents, a con- 
dition easily understood when the poor 
loss record of the State is considered, 
and the fact that few offices paid beyond 
15 per cent, for business in that com- 
monwealth. In the remaining New Png- 
land States, outside of Massachusetts, 
the ratio of agency signatures is from 
se to 85 per cent., with additions com- 
ing in steadily. 

In the Bay State the number of agents 
signed up will not exceed fifty per cent., 
due to the large number of small of- 
fices in suburban Boston, in which terri- 
tory the companies have not yet agreed 
upon a plan. In New York State and 
Pennsylvania, exclusive, of course of the 
“excepted cities” where special arrange- 
ments will be enforced, the percentage 
ranges from 80 to 90 per cent. 

Albany agents, sore at having their 
city taken out of the privileged class, 
have pledged themselves not to sign the 
agreement. Delegations from the city 
visited New York several times, but 
unable to move the Union man- 
eacers. 

To learn at first hand the thought of 
the New York agents upon the issue, a 
representative of The Eastern Under- 
writer spent the entire month of March 
in the field, journeying by easy stages 
from city to city and town to town, not 
overlooking those of but one and two 
thousand population. His observation 
was, after interviewing possibly a thou- 
sand local men, that half of them sign- 
ed the new agreement voluntarily, an 
additional twenty-five per cent. because 
they thought it policy to do so, and the 
remaining percentage were indifferent 
as to its operation, not feeling that they 
would be greatly affected one way or 

other. 

Grounds of Objection. 
From the numerous criticisms offered 
ef the Eastern Union’s energetically 
pushed plan, two objections stand out 
prominently and are alone entitled to 
serious consideration. The first relates 
to the right of companies to investigate 
an agent’s books in case of disagree- 
ment. It is the idea of being subjected 
to such procedure and not a desire to 


were 


hide things that agents resent, and 
which is so galling to them. 
When it is recalled that the agree- 


ment of the New York Fire Insurance 
Exchange contains a similar proviso, 
and that, aside from branch office dis- 
putes, it was only taken advantage of 
once during the twelve years of the as- 
sociation’s existence, it would not seem 
that the stipulation is likely to be en- 
forced unduly. 

A second and far more valid objec- 
tion is the insistence that agents pay 
all postage both in sending dailies to 
the stamp clerks and forwarding the re- 
ports to the head offices. The item is 
a considerable one, and when, at a re- 
cent meeting of the Eastern Union, Sec- 
retary Jenness of the State Association 
asked that the companies instruct their 
local representatives to prepay postage, 
his suggestion was by no means unani- 
inously endorsed. 

Special agents of certain companies 
are supplying their local representa- 
tives with prepaid envelopes, and so 
divided is managerial sentiment upon 
the subject that a concession will like- 
lv be reached whereby agents will be 
allowed to charge, say, five or six cents 
postage on each policy delivered by his 
office, this to cover expense of forward- 
ing dailies and the like. 

Excepted Cities. 

Buffalo and New York are already 
working under the new regulations. In 
the latter center the agreement, while 
effective April 1, does not cover busi- 
ness of the month, placed prior to 
March 31. 

At Buffalo certain companies have al- 
and others are planning to go upon a 
sole basis. It cannot be said that the 
changes will be effected without fric- 
tion, and a ringing protest is being pre- 





pared by the agents who lose their com- | 
missions by the new order. Boston, 
Philadelphia and Pittsburg, it is felt, 
will all be brought into line without 
serious trouble, but this cannot be said 
of Baltimore, where a storm of large 
proportions is brewing. 

The Baltimore Board meets on the 
11th inst., when all other business will 
ready taken up their multiple agencies 
be sidetracked for consideration of the 
Eastern Union’s proposition. What the 
outcome will be cannot be predicted, 
but it will doubtless end in a com- 
promise. 

New Jersey is largely an open terri- 
tory. Along the shore, where preferred 
business is the rule, agents jumped at 
the new commission arrangement and 
are hugging it tight. The manufactur- 
ing centers of Trenton and Paterson 
still feel thoroughly aggrieved, and in- 
sist that their interests have not been 
properly considered at headquarters. 

In and about the Oranges a special 
committee is entrusted with the task of 
bringing order out of chaos. 


“New Eastern Union” a Necessity. 

The management of the Glens Falls 
Insurance Company has the following 
comment to offer regarding the “New 
Eastern Union:” 

“Several things combined to make 
the new Eastern Union a necessity, and 
perhaps chiefest of these is the pre- 
vention of threatened demoralized con- 
ditions. 

“With the disintegration of the old 
Eastern Union came visible signs of, 
as well as cold-blooded, selfish reasons 
for aggressive campaigns on the part 
of individual companies for business, 
and rates were sure to suffer. The 
stronger companies evidently believed 
the opportunity had arrived when com- 
petition could be modified by eliminat- 
ing competitors, on the principle that 
poison sufficient to kill a rabbit would 
make an elephant only a little sick. 

“We all know that a reign of inade- 
quate rates would work hurt to compa- 
nies, agents and policyholders—that a 
rate war of even small dimensions 
harms every one connected with or in- 
terested in the business. 

“The new organization, therefore, 
brings benefit to the business as a 
whole, members and non-members, and 
if agents will give thought to the mat- 
ter they will find how largely they 
share in the benefit. 

“In judging of the organization, con- 
sider what the conditions might have 
been, or might be, without it. Whether 
the organization be long-lived or short- 
lived, there is helpful promise in its 
birth.” 

LLOYDS AND LLOYDS. 
Better Class Writing Conservatively 
Here While Others Are Running 
Wild. 

According to the “American Agency 
Bulletin,” “there is said to be a general 
movement among London Lloyds to 
curtail American business and insist 
that risks placed in the United States 
comply with the forms and rates of the 
stock companies.” 

If such a tendency as that mentioned 
above exists, brokers of this city who 
keep in close touch with Lloyds, have 
not noticed it, nor do they believe it to 
be true. 

While it is a fact that the more con- 
servatively managed of the London 
Lloyds, frightened at the continued 
heavy losses on this side the water, are 
scanning line offerings more critically, 
and insisting that the warranty clause 
be adopted, the action of such bodies 
is far more than counterbalanced by 
the increased eagerness of many 
groups to corral large lines here. 

Very recently two steam railway 
lines that had for three consecutive 
years given the railway syndicates 
here carrying them, a loss ratio of 150 
per cent., were written by London 
Lloyds at a cut of from 25 to 50 per 
cent. in the syndicate tariff. What the 
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105 WILLIAM STREET, NEW YORK 


General Agents in New York and New Jersey for the 
PACIFIC COAST CASUALTY COMPANY, SAN FRANCISCO, CAL. 


Capital, $400,000 Net Surplus, $276,754 


Admitted Assets, $972,387 


Writes : Liability, Fidelity, Surety, Court, Contract, Burglary 
and Plate Glass Insurance 
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Adirondack Fire Insurance Company 
84 WILLIAM STREET NEW YORK 








experience under such an arrangement 
will be can easily be imagined. 











Surplus Lines London Lloyds 
(iuaranteed Underwriters Only 


We can furnish you two policies covering up to $60,000 on a single risk 
in seventeen (17) syndicates composed of 116 guaranteed names of 
London Lloyds Underwriters that accept American fire business through 
our office. Immediate binders given ; 10% commission paid. If you are 
short of insurance send us full information, including list of the principal 
represented companies and amounts they carry. 


We invite your patronage and promise careful attention to your 
interest. 


MARSH & McLENNAN 


New York Office. 54 William St. Chicago Office, 159 La Salle St. 


SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. 8S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in dolog so 


T. A. DUFFEY 


INSURANCE 
84 WILLIAM STREET 


Lines BOUND and WRITTEN in Excellent Companies throughout 
United States, Canada, Mexico and Cuba 
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ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANGE GO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivanie. 
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MONTANA FIRE. 





Nature of Arrangement Had by Fiscal 
Agents Promoting the 
Company. 





Articles incorporating the Montana 
Fire Insurance Company of Helena, 
filed early in the present’ year, place 
the authorized capital of the venture 
at $500,000, in shares of $100 each. The 
arrangement had by Matthews, Rankin 
& Company, the fiscal agents with the 
Company, Stipulates: 

“First.—The fiscal agents are to 
have the sale of the entire capital stock 
of the Company and are allowed one 
year in which to complete this agree- 
ment; any unsold stock at that time 
to be sold by the best bidder for such 
balance, the fiscal agents having the 
first right, provided they offer the best 
terms for the sale of such remaining 
stock. 

“Second.—The first twenty-five hun- 
dred shares of stock shall be sold at 
not less than two hundred dollars per 
share and the remainder at not less 
than three hundred dollars per share. 

“Third.—The fiscal agents are to be 
paid the sum of twenty (204) per cent. 
of the selling value of each share of 
stock sold, they defraying all of their 
own expenses and all expenses in any 
way connected with or growing out of 
the actual sale of the stock. It being 
understood that the Company is to 
have netted to it eighty (804) per cent. 
of the selling price of the stock.” 

The following clause, suggested by 
the State Insurance Department, is 
stamped clearly across the face of 
each subscription blank: 

“This subscription is signed with 
full knowledge of the plan of organi- 
zation as it relates to apportionment of 
amount paid by the subscriber, viz: 
50 per cent., capital, 30 per cent. sur- 
plus and 20 per cent. promotion and 
organization expense of the company.” 

Officers and directors of the Mon- 
tana Fire, it is planned, will be elected 
about June first. 





NO INSURANCE. 





Relying Upon Fire Resisting Qualities 
of Capito! Building No Indemnity 
Was Carried. 





Not a dollar of insurance was carried 
upon the New York State capitol build- 
ing at Albany, damaged by fire to the 
extent of over $5,000,000 last week, and 
underwriters are congratulating them- 
selves upon their fortunate escape. The 
building is located upon an imposing 
site, and is of excellent construction. 
So satisfied were the authorities with 
its fire resisting qualities that they 
carried no indemnity upon it, although 
$26,000,000 was spent in its erection. 

The State carries 90 per cent. insur- 
ance upon the fine new educational 
building, and $100,000 upon the execu- 
tive mansion. The latter protection 
was sought when the electrical wiring 
on the premises was found to be de- 
fective, a condition since remedied. In 
February last the companies paid a 
$650 loss upon the mansion, and short- 
ly thereafter the placing of the line 
was transferred from the Albany agen- 
ey of Austin & Company to a rival 
office. 


Warned Against Surplus Liner. 





A warning is sent the local agents of 
Montana by the Insurance Department 
of the State, along this line: 


“Information has been received that 
a firm, under the name of ‘Junius 
Archer Smythe Company,’ insurance 


underwriters, Manhattan Life Building, 
Philadelphia, Pa., is soliciting agents 
in Montana for surplus lines of fire in- 
surance. Attention is called to the fact 
that soliciting or transacting business 
for an unlicensed or unauthorized con- 
cern is in direct violation of the agents’ 
license law. Previous investigation 
into the operation of associations or 
concerns of this character has invari- 
ably proven them to be irresponsible. 


The law does not prevent any citizen 





from placing his insurance with un- 
licensed concerns if he sees fit, but the 
Insurance Department has upon more 
than one occasion, warned the public 
that transactions with unlicensed and 
unknown concerns is at the risk of the 


insured; that the Insurance Depart- 
ment is helpless to aid them in the case 
of loss, or in any difficulty that they 
may have in effecting settlement, and 
further, that they would be unable to 
secure service upon such concerns or 
associations within this State. It is the 
hope of the Department that the oper- 
ation of these so-called brokerage firms 
may be entirely prevented.” 





Heavy Losses the Rule. 





Serious complaint is being made by 
company executives as to the number 
and seriousness of losses reported from 
all sections of the country. Just why 
this should be the case is not apparent, 
the destroyed property being of average 
quality, and such as even conservative 
underwriters write freely. The constant 
effort of insurance men to educate the 
general public to an appreciation of the 
fact that every fire is a crime, is well- 
nigh hopeless. 





CAUSED BY A CIGARETTE. 
(Continued from page 14.) 





Hotel, February 14, to which all busi- 
ness men of the city were invited. 
Covers were laid for 175 and after the 
disposal of the good things Mr. Went- 
worth had his say, and it is needless to 
state that he was exceedingly interest- 
ing. He gave a careful summary of the 
appalling loss of life and property by 
fire on buildings and their contents. 
He showed the rate of burning in vari- 
ous sections of the country. Compared 
construction and fire waste in the 
United States with that in European 
countries. Showed the cause of ex- 
cessive fires, the carelessness and gave 
practical suggestions as to methods of 
reducing losses. 

Mr, Wentworth was so easily under- 
stood and so comprehensive in his ut- 
terance that every word uttered carried 
conviction and found lodgement in the 
breasts of his hearers, many of whom 
were members of the Chamber of Com- 
merece, among the number being A. B. 
Eastwood, a prominent shoe merchant 
and its president. Mr. Eastwood, at the 
earliest gathering of the Chamber, 
started the movement to prevent the 
carelessness that allows lives to be en- 
dangered by accumulations of paper 
and other inflammable things about a 
large business plant. In the bulletin 
citizens are urged to co-operate with the 
fire department to see that loss by fire 
ig held down to a minimum in the city. 

The bulletin will be widely distribut- 
ed. Would that every city in the Union 
took the same interest. 

One suggestion that Mr. Wentworth 
urged, that is especially worthy of con- 
sideration, is that every fire captain in 
nis respective precincts should detail 
one or two of his men, when not other- 
wise specially engaged, to inspect every 
shop, store or building, yea, every cellar 
and attic and when defects or hazard 
exist point it out to the occupant giv- 
ing reasonable time for its removal or 
remedy, and a “follow up” scheme to 
see that defects are removed, and if 
orders for remedying the hazard is 
ignored, that a report of the dereliction 
be turned over to the fire marshal or 
police. This would not only guarantee 
closer surveillance or stricter obedience 
on the part of the occupant, but would 
enable the firemen to become thorough- 
ly familiar with every risk in their ter- 
ritory. 





A number of officials of burglary in- 
surance writing companies were before 
the Grand Jury in this city on Tues- 
day, testifying as to their local losses. 


In future office buildings in the down- 
town section of New York city will be 
specifically rated by the Plate Glass Un- 
derwriters Association. 





Would Make Office Appointive. 





Just now the office of insurance com- 
missioner is an elective one in Wiscon- 
sin, and the complaint is by those who 
would have it made appointive, that 
under existing practice the commission- 
ership is one of the political spoils, to 
be bargained and wrangled for. How 
this condition, by no means peculiar 
to the Badger State, would be remedied 
by giving the appointment power to the 
Governor, as a bill now before the Wis- 
consin Legislature provides, is difficult 
to figure out. In many of the States 
the insurance department head is ap- 
pointed, but that fact by no means in- 
sures a trained underwriter for the of- 
fice; 
chosen are few and far between. 

The proper way to deal with the sit- 


in fact the number of such men} 


uation would be by requiring that all | 


applicants for the commissionership 
shall have practical knowledge of the 
business they seek to supervise, and 
once chosen the tenure of office should 


be contingent upon honest and efficient | 


service only. 





Asks High Pressure Service. 

Manufacturers located in the vicinity 
of William and Court streets, from 
Broad to High streets, and on Shipman 
between William and Court streets, 
Newark, N. J., have petitioned for an 
extension of the high pressure water 
service. The petitioners referred to 
three serious fires that had occurred 
in the neighborhood since the first of 
the year, which might have been pre- 
vented had the high pressure service 
been in operation. 

Once the Water Department gets the 
additional $100,000 for which it has 
made request the section above defined 
will, according to Engineer George 
Sanzenbacher, be given prompt atten- 
tion. 





Affidavit of Francis Ross. 





State of New 
York ss: 
Francis H. Ross, being duly sworn, 

deposes and says: 

That on March 2, 1911, he attended 
a consultation with the following 
named persons: Messrs. Warfield, Her- 
rick, Brown, Smith, Lock, Babb, Tal- 
bot, Hilliard, and Perrin. 

That this consulation was held (after 
he had voted “No” on the propositions 
before the Fire Insurance Exchange) 
for the purpose of consulting with him 
as to why he could not change his vote 
and thus adopt the measures suggested. 
At this consultation he informed the 
aforesaid gentlemen that his companjes 
objected to the non-Intercourse and 
non-Reinsurance propositions, which 
form prominent features of the Eastern 
Union organization, that they were 
both illegal and immoral, and that un- 
less they were eliminated in the entire 
territory or territories of the Eastern 
Union, he could not conscientiously 
vote “Yes.” That after some discussion 
and argument, and appealing to his 
selfish nature, namely, that they would 
agree that New York City should be 
eliminated, and, therefore, he should 
not be opposed to the propositions 
since they would not affect him person- 


York, County of New 


ally, he deliberately stated that he was 
not selfish, and that unless these two 
rules were changed, he would vote 
“No” at the re-assembling of the ad- 
journed meeting of the Exchange. That 
Mr. Lock then agreed, and they shook 
hands at his (Mr. Ross’) request. That 
it was his understanding that this was 
an agreement between gentlemen, and 
it did not occur to him that any writ- 
ing was necessary. 
FRANCIS H. ROSS. 
Sworn to before me this 31st day of 
March, 1911. 
THEO. PLESSNER, 
Notary Public, Westchester County. 
Certificate filed in New York County. 











The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
19 Barclay Street, New York 


AGENCIES 
178 Devonshire Street, 
161-163 Rando Street, 
1309 Traction 
731 Wabash Building. 


Boston, Mass. 
Chicago, Lil. 
Cincinnati, O. 
Pittsburg, Pa. 
Kansas City, Mo. 
San Francisco, Cal. 





326 Central Building, 
Utica Fire Alarm Telegraph Oo., 
é Utica, N. Y. 
The Northern Electric & Mig. Co., Ltd., 
Montreal, Can. 
General Fire Appliances Co., Ltd. 
; ohannesburg, South Africa 
Colonial Trading Co., Aneon; 
Canal Zone, Panama 
F. P. Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 














Commercial Union Assurance Company 
(Limited ) 


OF LONDON 
PINE AND WILLIAM STS., NEW YORK CITY 


BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1911 
BIB, nic cdincds tpanttewesnkens ie 
Surplus in U. § 
HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen. Manager 





$1,596,003.08 
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HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 


63 William 8t., New York 


Excess Lines handled anywhere. Good 
connections at Lloyds, London. 


CORRESPONDENCE SOLICITED. 











Calumet Insurance Company 
CHICAGO 








UNDERWRITERS’ REPORT 





Are you Interested in Western and Pacific Coast Insurance Matters? 
To keep posted in the above, read the UNDERWRITERS’ REPORT, published at San 
Francisco, the only weekly insurance newspaper issued West of Chicago. 
Positively unexcelled by any insurance medium in the United States for news of 
insurance in the territory extending from the Rocky Mountains to the Pacific Ocean. 
Subscription Price $3.00 Per Year 
160 Sansome Street 





SAN FRANCISCO, CAL 
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Clear Explanation of the Co-Insurance Clause by A. E. Clough 


(From The Surveyor) 


Many brokers find much difficulty in 
clearly explaining to their clients the 
meaning and operation of the co-insur- 
ance clause. At the recent insurance 
dinner of the credit men’s association 
Allen E. Clough, the well known Sec- 
retary of the Loss Committee of the 
New York Board of Fire Underwriters, 
delivered an address, in the course of 
which he discussed the “average,” or 
“co-insurance” clause as follows: 

“I do not regard the name ‘average 
clause’ as being a happy choice for the 
clause in general use here and which 
reads: 

“*This company shall not be liable for 
a greater proportion of any loss or 
damage to the property described here- 
in than the sum hereby insured bears 
to 80 per cent. of the actual value of 
said property at the time such loss shall 
happen. 

“In case of claim for loss on the prop- 
erty described herein, not exceeding 5 
per cent. of the maximum amounr 
named in the policies written thereon 
and in forcé at the time such loss shall 
happen, no special inventory or ap- 
praisement of the undamaged property 
shall be required. 

“‘If the insurance under this policy 
be divided into two or more items, 
these clauses shall apply to each item 
separately.’ 

“In my opinion a better designation 
would have been ‘liability limitation 
clause.’ 

“For its whole intent is to limit the 
liability of the company, in accordance 
with a definitely stated principle, to no 
greater proportion of the loss than the 
sum insured (insurance) bears to 80 per 
cent. of the actual cash value of the 
property insured at the time the fire 
occurs. This is not a ‘co-insurance’ 
clause; it places no duty on nor re- 
quires any obligation of the owner of 
the property insured, neither does it 
penalize him in any sense; it merely 
states the basis on which the company 
assumes its liability. 

Why it is Used. 

“A discussion of this clause involves 
the reason for its use. 

“It is as essential for an insurance 
company to correctly estimate its costs 
as it is in any of the other businesses 
you are engaged in. If it costs 10 cents 
a yard to produce a certain cloth, you 
could not afford to quote a price per 
bolt without knowing how many yards 
a bolt contains. An insurance company 
cannot afford to contract for its liability 
without taking into consideration how 
much it will attach under varying con- 
ditions of fire loss. 

“Perhaps as good an illustration as 
any of the precise thought I wish to 
convey is taxation by the municipality 
or State. As you know, this is based 
on a valuation for the purposes of taxa- 
tion or an ‘assessed value.’ If this 
basis did not exist, and I am taxed, say 
1 per cent. on one-half the value of my 
property, you 1 per cent. on the whole 
value of yours, and Jones 1 per cent. 
on one-third of the value of his, when 
we three compare notes you would feel 
that you had been imposed on, and I 
could not be convinced that I should 
not have been treated as leniently as 
Jones. If the equality of the basis of 
taxation, the proper valuation of the 
property taxed, should not exist, we 
would all say the taxation is unjust. 
This principle applies as truly to fire 
insurance. Unless the companies can 
base their rates on a liability of some 
definite proportion of the value insured 
they cannot measure their costs. 

If all fires destroyed totally the 
buildings and their contents whenever 
they occurred, the proportion of lia- 
bility (insurance) to value would not 
be such an essential feature, for then 
every policy on the property would al- 
ways be required to pay its whole face 
amount. Rates would have to be ad- 
justed to such a condition, as nearly 
as might be possible, according to what 
experience had shown had been the 


average life of similar risks, and they 
would be much higher than they are 
now, when the very large majority of 
losses are only partial as to the value 
involved. Through the improved con- 
struction of buildings and fire protec- 
tion, both private and public, fortunate- 
ly the great mass of fires are stopped 
before total destruction of the whole 
property occurs, and, of these even, the 
large majority are damaged to only a 
small per cent. of the value. 

An Illustration. 

“To illustrate, let us make an exam- 
ple, with no average of liability limita- 
tion clause in the insurance contracts, 
of a building worth $100,000, insured 
for one-tenth of its value, $10,000, at 1 
per cent. premium $100, by some own- 
er who is not dependent on it for his 
income, and who thinks because the 
fire department is good and not many 
large fires occur, he can afford to take 
the chance of anything more than a 
small damage happening; also a simi- 
lar building next door, but in this case 
the owner is not in financial condition 
to take the chance his neighbor does. 
He is obliged to carry a large mort- 
gage, and, besides, depends on this 
building for a considerable portion of 
his income. As a prudent man he can- 
not afford to insure it for less than 
four-fifths of its value; this would be 
$80,000 insurance at 1 per cent. premi- 
um $800. Through the burning of a 
building in the rear of these buildings, 
neither of which had fire shutters nor 
wired glass in their windows, they are 
both damaged to the extent of $10,000. 
Both owners will be fully indemnified 
by their insurance, but the $10,000 in- 
surance, costing $100, has paid its full 
amount, a total loss, while the $80,000 
insurance, costing $800, has only been 
called on for a 12% per cent. loss. It is 
not fair to charge the poorer man, who 
must have $80,000 to protect him 
against contingencies—a break in or 
freezing of water mains or hydrants, a 
failure to give a prompt alarm or what 
not—and who would be seriously crip- 
pled if his building should be three- 
quarters destroyed, when his loss 
would be $65,000 beyond his insurance 
if he only carried as much as his 
wealthier neighbor, the rate sufficient 
to continue to pay total losses in such 
cases as his neighbor’s; this would be 
making the poor help bear the burdens 
of the rich. It is only fair to make the 
rates of both on the same basis—that 
of insurance liability to value. 

“Companies, therefore, usually limit 
their liability to such proportion of the 
loss as the insurance actually carried 
is to 80 per cent. of the value of the 
property, and this is not harsh or con- 
trary to the usual wish of the insur- 
ers, for it has been found that the large 
majority want protection to about four- 
fifths of the value of their property. 

“Referring now only to insurance 
carried: Under concurrent policies, if 
you carry insurance amounting to 80 
per cent. of the value of your property, 
the basis on which all rates here are 
made, you recover your whole loss, not 
exceeding the amount of the insurance 
carried; if you do not carry this per- 
centage of insurance to value, in any 
loss less than 80 per cent. of the value 
of the property the companies’ liability 
is limited to not exceed such a propor- 
tion of the loss as the insurance you 
have is to 80 per cent. of the value of 
the property. 

“If you have only insurance of 50 per 
cent. of the value, you can recover no 
more than (fifty-eightieths, or five- 
eighths, of the loss from the insur- 
ance; if insurance of 75 per cent. of 
the value then recovery cannot exceed 
seventy-five-eightieths of the loss, and 
so on. However, if your loss is 80 per 
cent., or more, of the value, no matter 
if your insurance is less than 80 per 
cent., you will recover the full amount 
of your insurance, because the compa- 
nies would have been liable for your 
loss to the full extent of their policies, 
even if there had existed insurance to 





CASUALTY AND 





OBSTRUCTS RATE ADJUSTMENT 


KANSAS ENJOINS LIABILITY CO’S. 


Attorney General Claims New Manual 
is Combination to Raise 
Premium. 





In line with the movements in 
numerous other States, Kansas recently 
enacted a workmen’s compensation law 
which, in effect, increases the liability 
of the employer greatly, and conse- 
quently necessitated a readjustment of 
liability insurance in that State to con- 
form to the increased hazard. Liberal- 
ized liability laws and the tendency of 
courts and juries to place greater lia- 
bility on employers, all worked together 
to make a readjustment of liability 
rates an urgent necessity for the liabil- 
ity companies. To meet this condition, 
a new rate manual was prepared, to 
be applied, among other States, to Kan- 
sas. The attorney general of that State 
has now taken steps to secure an in- 
junction against all of the companies 
writing liability insurance in Kansas, 
preventing them from putting into effect 
an alleged “increase in rates of pre- 
mium.” 

The attorney general claims that this 


lowa State Agents for Ocean Accident. 

Nichols, Upham & Co., of Des Moines, 
have been appointed Iowa State agents 
for the Ocean Accident and Guarantee 
Corporation. Prior to this connection 
Mr. Nichols was resident manager of 
the Travelers, and Mr. Upham, general 
agent of the Preferred Accident, in their 
home city. 


80 per cent. of the value of the prop- 
erty. As, for instance, on $10,000 value 
and $5,000 insurance, the companies’ 
liability is defined as not to exceed 
such proportion of any loss as $5,000 is 
to $8,000 (80 per cent. of the value). 
If the loss is $9,000 the limit of the 
companies’ liability under the condi- 
tions of the average clause being such 
a proportion of $9,000 as $5,000 is to 
$8,000, or five-eights of $9,000, would 
be $5,625, and the insurance would pay 
its full amount, $5,000—no policy being, 
of course, liable for more than its face 
under any conditions. 

“When an owner wishes to insure 
his property to its full value, and the 
100 per cent. clause is used, the form 
of the policy being otherwise the same, 
a 10 per cent. reduction in rate is usu- 
ally made. The operation of the 100 
per cent. average clause is along the 
same line as the 80 per cent. average 
clause, the only difference being that 
the companies’ liability is limited to 
such proportion of the loss as the ex- 
isting insurance is to the whole, or 
full, value of the property insured. So, 
with only 50 per cent. of the value in 
insurance, the insurance is only liable 
for not to exceed 50 per cent. of any 
loss, insurance of 75 per cent. of the 
value is liable for not to exceed 75 per 
cent. of any loss, etc., but if a total de- 
struction of the whole property occurs, 
as in case of a loss of 80 per cent. or 
more of the value when the 80 per 
cent. average clause is used, the partial 
insurance pays its full face amount.” 





WANTED. 


A number of high class travelling 
representatives for soliciting on salary. 
Some knowledge of Employers’ Liabil- 
ity and Workmen's Collective insur- 
ance necessary. Address C. H. Boyer, 
General Accident Building, Philadel- 
phia, Pa. 


SURETY HAPPENINGS 


new rate manual represents a combina- 
tion of the liability company for the 
purpose of raising the rates of premium 
and as such, he alleges, it is a viola- 
tion of the Kansas anti-trust law. This 
step has been more or less anticipated 
by the companies, as an opportunity is 
never lost in the Western States where 
anti-compact laws are in force, to jump 
into court with an injunction, whenever 
any attempt is made by the companies 
to adjust their rates upward. 

The new manual is purely advisory, 
a fact that the attorney general does 
not take into consideration, and no 
company writing liability insurance in 
Kansas is under compulsion to use its 
rates. That they are scientific and are 
based upon the combined experience of 
the companies, however, is sufficient 
reason why they should be followed and 
it was expected that the scale would 
be adhered to closely. It is pointed out, 
that by trying to prevent the collection 
of an adequate premium, the attorney 
general of Kansas is really causing a 
discrimination against the citizens of 
his State, by putting a premium on I!n- 
ferior indemnity. Any company that 
will write business at rates lower than 
those which the experience of a major- 
ity of the companies indicates are neces- 
sary, is taking greater risks than a 
conservative institution is willing to do, 
and is thereby inferior as to indemnity 

The workmen's compensation law 
which was recently enacted in Kansas 
is a very liberal one, applying to a score 
of dangerous occupations. In cases of 
fatal injury under the act, dependents 
are entitled to an amount equal to three 
years wages, but not to exceed $10.00). 
If there are no dependents, the com- 
pensation shall not exceed $1,000. Pay- 
ments for disability may continue for 
10 years, or until age 60. It is intended 
to cover fifty per cent. of the average 
weekly earnings. 


CAPITAL TO BE $1,000,000. 
Western Casualty and Guaranty Com- 
pany of Dallas Arranging for 
“Increased Funds. 


Plans are underway for securing to 
the Western Casualty and Guaranty 
Company, of Dallas, Tex., an increas: 
of its present capital to $1,000,000. The 
Company, which writes general casual- 
ty, liability and bonding insurance, has 
applied for admission into Illinois and 
will soon enter other States. 

General Agent for Large Territory. 

Ed. L. Culver whose resignation as 
secretary of the Royal Indemnity Com- 
pany of Omaha was announced some- 
time ago, and one of the organizers of 
the Lion Bonding & Surety Company 
of that city, has been appointed general 
agent of the Western Casualty & Guar- 
anty Company, of Dallas, for Kansas, 
Nebraska and western Missouri Mr. 
Culver will take up his new work at 
once and will maintain headqquarters 
at Kansas City, Missouri, and Omaha, 
Nebraska. 

The arrangement with Mr. Culver was 
concluded in Kansas City last week by 
H. M. Bryan, superintendent of agents 
of the Western Casualty & Guaranty 

The Western Casualty has made ap- 
plication for admission to the three 
States, and as soon as the license is 
secured, Mr. Culver will begin a de- 
velopment of the territory. 

The Western Casualty & Guaranty 
expects to enter Illinois just as quickly 
as possible and may possibly extend its 
operations to other States R H 
Humphries, of Cincinnati, and Frank 
Hahn, of New York city, were recently 
appointed special agents, while 8S. F., 
Norwood, of Pittsburg, has been placed 
in charge of the Company's claim de 
partment. 
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DISSOLUTION PROHIBITED. 





Court Insists That Contingent Creditors 
of United Surety Must be 
Safeguarded. 





Declaring that contingent liabilities 
possible under its outstanding judicial 
and fidelity bonds must be provided for, 
and its reinsurance arrangements safe- 
guarded, the Circuit Court at Baltimore 
some days ago denied the application of 
the receivers for the United Surety 
Company of that city that the dissolu- 
tion of the corporation be authorized. 

The prayer of the receivers was stren- 
uously objected to by the Fidelity & 
Deposit, American and United States F. 
& G. companies, who insisted that the 
assets of the United be used to carry 
out its voluntarily assumed obligations. 


MAY REDUCE AMOUNT OF BOND. 





Bill Before New Jersey Legislature 
Gives Greater Latitude to Orphans’ 
Courts. 





Orphans’ courts in New Jersey, as- 
suming that a bill now before the Leg- 
islature of that State becomes a law, 
will be permitted at their discretion to 
reduce the amount of a bond giyen by 
an executor, administrator, guardian or 
trustee, 

The present practice of surrogates in 
respect to the above, is usually double 
the amount of the personality, though 
the law does not absolutely demand 
such a figure, and it is not always re- 
quired. No bond is asked of a resident 
executor, unless it can be shown that 
the estate is being wasted or misman- 
aged. In the case of a non-resident ex- 
ecutor, the bond is taken and the 
amount determined in the same man- 
ner as in the case of an administrator. 

In all cases where bonds are requir- 
ed, if the value of the estate is so great 
that the court deems it inexpedient to 
require security in the full amount pre- 
scribed by law, the court may direct 
that securities for the payment of 
money belonging to the estate may be 
deposited in a savings bank or trust 
company, incorporated under State 
laws, designated by the court, instead 
of the bond. 


Some Recent Bank Robberies. 

Within the past two weeks the Ocean 
Accident and Guarantee Corporation, 
has been advised of the forceful entry 
of three banks insured by it, the yegg- 
men in each case making a haul and 
getting away with their “swag.” The 
looted banks are the Lancaster Banking 
Company of Lancaster, Tenn., Hudson 
State Bank, Hudson, Kans., and the 
First State Bank of Mead, Oklahoma, 
the reported losses being respectively 
$3,000, $3,800 and $1,900. 

Hayes Goes With Mass. Bonding. 

Following the retirement as associ- 
ate manager of the New York city 
office of the United States Fidelity & 
Guaranty Company, George E. Hayes 
accepted a flattering offer made by the 
Massachusetts Bonding and Insurance 
Company of Boston, as assistant man- 
ager of its local branch. Mr. Hayes is 
regarded as a strong underwriter, and 
is very popular with the fraternity. 


May Write Personal Accident Risks. 





Personal accident and health insur- 
ance features may now be incorporated 
in the policies of life insurance com- 
panies, operating in Montana, under 
the terms of a measure lately adopted 
in that State, or such insurance may 
be sold by the life companies under a 
separate contract. 





Reports Progress. 





The Southern Central Life in proces 
of organization at Chattanooga, Tenn., 
has leased the larger portion of the 
James building in that city. Vice-Presi- 


dent Swartz, in a letter to The Eastern 
Underwriter, says: 

“Our organization is progressing even 
more rapidly than we had reason to 
anticipate. * * * Our quarters will 
perhaps be the finest in the South. We 
already have contracts with various 
printers for such literature, policy con- 
tracts, etc., that will enable the Com- 
pany to commence writing business per- 
haps before the time we had thought 
of, i. e., October 1, 1911.” 





LIABILITY LAW FOR JERSEY. 





New Measure Passed by Legislature 
Sure to be Approved by 
Governor. 





One of the measures most favored by 
Governor Wilson, of New Jersey, name- 
ly the Employers Compensation bill, 
passed the Legislature of that State on 
Monday and was immediately sent the 
Governor. That the latter will sign it, 
is assured. 





Join Staff of Mass. Bonding. 





M. M. Townshend, recently agency 
manager for the Title Guaranty Surety 
Company, of Scranton, and prior thereto 
with the American Surety Company, of 
New York, has become associated with 
the Massachusetts Bonding & Insurance 
Company, of Boston, as manager of its 
Publicity Department. His former as- 
sistant at Scranton, C. B. Meyer, is also 
with the Massachusetts Bonding as as- 
sistant manager of the agency depart- 
ment. ‘ 

T. J. Falvey, president of the Com- 
pany, is recently home from an extend- 
ed Western trip in the course of which 
he made a number of promising agency 
appointments. 





Detroit Conference. 





The Mercantile Accident Life Insur- 
ance Co. of Fort Wayne, Ind., and the 
Provident Life and Accident Insurance 
Co. of Charleston, West Virginia, have 
each made application for membership 
in the Detroit Conference. 

Lewis H. Fibel, president of the 
treat Eastern Casualty Co. and form- 
erly president of the Detroit Confer- 
ence, will be toastmaster at the ban- 
quet at the annual meeting of the De- 
troit Conference. More than two hun- 
dred guests are expected to be present 
on that occasion. 





NEED BETTER RATES. 





Present Tariffs Upon Certain Classes of 
Bank Burglary Business Re- 
diculously Low. 





The need for getting better rates upon 
certain classes of banks in the Middle 
West and Southwest, apparent to man- 
agers of bank burglary insurance writ- 
ing companies for sometime past, has 
been emphasized through a succession 
of heavy losses during the winter sea- 
son newly passed. While it is improb- 
able that the officials can get together 
on all branches of the bank business, 
it is quite likely that an effort will soon 
be made to agree upon the classes rated 
below F in the manual. 





LICENSED IN MISSOURI. 
Equitable Surety Company of St. Louis 
Gets Underway—Plans for 
Immediate Future. 





A Missouri license has been granted 
to the Equitable Surety Company of 
St. Louis which has made a deposit of 
$200,000 with the State authorities. At 
the first stockholders’ meeting held the 
past week in St. Louis the board of 
twenty-four directors was elected and 
they in turn elected the following offi- 
cers: James E. Smith, president; J. L. 
Humphrey, vice-president and general 
manager; N. A. McMillan, Frank Mead 
and Alexander Murdoch, vice-presi- 
dents; W. H. West, secretary, and 
John S. Bates, treasurer. 

Vice-President Humphrey in an in- 
terview declares that the Company 
“will conform to the approved practi- 
ces which the experience of the lead- 
ing companies has shown to be sound.” 
Mr. Humphrey adds that the Equitable 
Surety “is out to get business by clean, 


legitimate competition, and contem- 
plates no rate cutting raid.” 
Within sixty days the Equitable 


Surety expects to enter every State in 
the Union except the following: Idaho, 
New Jersey, Utah, Virginia, West Vir- 
ginia, Montana, Oklahoma, South Da 
kota, New Mexico and Arizona. It is 
expected to put salaried managers in 
charge of branch offices in New York, 
Chicago and San Francisco. The South 
western territory will report to th 
home office and other territory outsid 
of the branch office jurisdiction will be 
handled through general agents. 
Vice-President Murdoch, who _ will 
have the contract department, w: 
formerly with the executive staff of! 
the Fidelity & Deposit of Baltimore. 





GETS UNDERWAY. 





Royal Indemnity Company Fully Equip- 
ped Starts Writing Business—Has 
Bright Prospects. 

After months of careful preparation 
the Royal Indemnity Company, of New 
York city, began writing business o: 

Monday of this week. Each of its « 
partments is fully equipped, its policies 
thoroughly up to the hour, and a corps 
of agents established for soliciting ris 
established. Charles H. Holland is g« 
eral manager of the corporation, which 
is backed by the powerful Royal Insur- 
ance Company, and Cecil F. Shallcro 
manager of the latter corporation, 
likewise Eastern manager of the Roya 
Indemnity. 

Under the schedule effective April 
the commission paid upon all forms « 
liability business in Chicago, includi: 
automobile risks, will be 15 per « 














LONDON GUARANTEE AND ACCIDENT CO., Lid 


OF LONDON, ENGLAND 


Head Office 
CHICAGO 


F. W. LAWSON 
Gen’l Manager »* 


Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 





yy ere, a 
Fetablished 1869 — 


F. J. Walters 


Resident Mana ye: 
45-49 Cedar St. 
New York 


Elmer A. Lord & Co. 
145 Milk St., Bosto® 


Resident Mgrs.,-——— 
oo ———N*-~ Engtan 











Must Not Ask Additional Indemnity. | 





By the terms of a new act of the 
Montana Legislature, surety writing 
companies “are prohibited from requir- 
ing additional indemnity on _ official | 
bonds of State, county and city officers. 
The Attorney-General has held, in an 
opinion furnished to the State Insur- 
ance Department, that this does not 
apply to the indemnity required of the 
applicant for such bond.” 





Licensed in Michigan. 





The Prudential Casualty Co. has 
been licensed to do business in Michi- 
gan and has appointed W. B. Bierce of 
the well known general agency firm 
Bierce & Sage, Detroit, general agent 
for the State. The premium income of 
the Bierce & Sage agency for 1910 was 
about three-quarters of a million dol- 
lars. 





Reinsures Its Casualty Business. 





The personal accident and health 
business of the Missouri State Life, of 
St. Louis, has been reinsured in the 
Southern Surety Company of Muskogee, 
Okla. 


Warren Brown & Company of Detroit, 





have been given the Michigan general | 
agency for the Casualty Company of | 
America. 


FIDELITY anp SURETY BONDS 
INTERNATIONAL FIDELITY INSURANCE 
COMPANY 


HOME”OFFICE: 15 EXCHANGE PLACE 
JERSEY CITY,.N. J. 


The only Surety Company Organized under Laws of New Jersey 








ROBERT J. HILLAS, President 

HEDLEY R. WOODWARD, Vice-President 
HENBEY CROSSLEY, Asst. Secretary 
GEORGE W. ALLEN Asst. Secretary 





THE FIDELITY AND CASUALTY COMPANY 


92-94 Liberty and 97-103 Cedar Streets, New York City 


IR. nab iwetavedens s+ W0440s 08 60h RDS ESO $9,859,430.25 
Capital and Surplus........................5. 2,945,695.84 
Losses paid te December 31,1910......... 34,414,003.35 


This Company grants insurance as follows: 
Fidelity Bonds, Surety Bonds, Burglary, Plate Glass, Steam Boiler, Fly Wheel, 
Employers’ Liability, Public, Teams, Automobile, Workmen’s Collective, Work- 
men’s Compensation, Elevator, and General Liability, Personal Accident, 
Health, Physicians’ Liability, and Druggists’ Liability. 
OFFICERS 


FRANK E. LAW, Vice-President 
THEODORE E, GATY, Secretary 
FREDERICK R. JONES, Asst. Secretary 





C. E. SCATTERGOOD, Asst. Secretary 
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SPECIAL TALKS WITH LOCAL AGENTS 





It is the habit of sub- 
Chances agents to chafe under the 
of the limitations of a_ sub- 


Sub-Agent. agency, and to boast that 
if given a full commis- 
sion from the home office, it would be 
worth while and they could do more 
business. Not to dwell upon the fal- 
lacy of such argument, it is obvious 
that a man who cannot write a little 
business satisfactorily, certainly would 
do no better—most likely worse—with 
enlarged powers. 
There is excellent reason for limiting 


the great majority of casualty and 
surety representatives in remote and 
small communities to sub-agencies. 


The business is of a peculiar nature, 
different from life or fire insurance, 
and is surrounded with hazards it is 
not always possible to detect even by 
an experienced underwriter. The com- 
panies depend to a very great extent 
upon the diligence and knowledge of 
the man who writes the business. If 
he is not trained in detecting weak 
spots in a risk, or in safeguarding his 
company, he may with the stroke of a 
pen write off thousands of dollars dead 
loss to the institution he is supposed to 
represent. 

The limited powers of a sub-agent 
are no handicap to business getting. 
His powers to do harm, are, indeed, 
about as great as that of a direct 
agent and his usual ignorance of the 
business needs the check of a general 
agent on the ground. A sub-agency is 
an apprenticeship and the man who 
roves his ability in the selection of his 
ness as well as in its volume, is 
ivs in line for promotion when he 
is ripe for it. Nor need he languish 
in a chastened obscurity. The 
1 agents and special agents of all 
of the campanies are watching eagerly 
for the man who is getting the business 
in his community, and a direct contract 








genera 


with full commission is the first plum 

that will be hung before his hungry 

gaze. Any sub-agent can secure a di- 
rect contract by earning it. 

a a + 

The necessity of the 

Keeping local agent keeping post- 

Posted On ed on the latest develop- 

Liability. ments of his business is 


again shown in the rap- 
idly shifting conditions surrounding 
mpensation legislation and the liber- 
alized liability laws. After two lower 
urts in New York State had upheld 
e compensation measure known as 
e Wainwright law, the highest court 
of the State now declares the law un- 
constitutional. 

When the law first went into effect, 
few local agents knew what compen- 
sation was, what the law was intended 
to cover or how the liability companies 
were to meet the situation. Now, just 
as the man in the field has acquired a 
working knowledge of the plans the 
companies devised to cover compensa- 
tion complications, the law is declared 
unconstitutional and the agent will 
have the pleasure of explaining to his 


patrons “where they are at.” 

Much depends upon the agent who is 
the one to come in contact with the 
assured. The impression the latter 
gets of the indemnity the liability com- 





nies are offering, depends upon the 
agent’s 


ability to elucidate—upon his 
own knowledge of the subject. The 
agent who keeps posted on liability 
subjects, will be the one the assured 
will have to lean upon when it comes 


to taking out indemnity. 
. ” a 

Few local agents realize 
Building what keen competition 
Up an there is among the com- 
Agency. panies to get the best 
agents in the cities and 
towns. An agent who is just starting 


in, or a fire agent who looks about to 
get a casualty company, finds that his 
competitors have already secured the 
Most desirable companies and those 
which will offer the best facilities for 
Writing the multiple lines. The compa- 


nies that he will be able to secure are | 
perhaps little known to the insuring | 
public and the agent will be forced to | 
the conclusion that in competition he | 
will stand no show at all. | 

There are two or three things in the 
situation that the agent rarely takes in- 
to consideration, but which gives a dif- | 
ferent aspect to the matter. The com- | 
panies, everything else being equal, will | 
so where the largest amount of busi- | 
ness is to be had. Because a man has | 
had the agency of a company for years, | 
does not by any means signify that he 
will continue to have it for al time. 
The general agents and the special 
agents are held responsible for their 
territory and the volume of business it 
produces. If a company’s business is 
cropping off, it is up to the special | 
agent to find out where it is going, and | 
if it proves to be more than a temporary | 
condition, the special agent will be | 
thinking about following the business to 
the agency that is getting it. 

This method of following up the busi- 
ness by means of special agents, is com- 
paratively new to the casualty business, | 
but is an important feature of fire in- | 
surance field organization. Gradually | 
the casualty companies are coming to | 
use special agents and undoubtedly this | 
will be one of the important develop- 
ments in the business for the near | 
future. With a good organization of 
special agents, the fire insurance com- 
pany is able to keep its representatives 
tuned up to the proper producing effort, | 
besides giving an admirable means of 
contact with the home office and an im- 
portant educating force for the local 
agent. 

The necessary requirement for equip- 
ring an agency with good companies 
then, is to get the business that will 
attract them. There is, however, more 
of fictitious than actual value in having | 
the best companies in an agency. The | 
“best” merely means in this connection | 
the best known. There are numerous | 
smaller companies that it would be even | 
better for the agent to start with. The 
problem for the new agent is not “what 
companies can I get,” but to get the 
business, and the companies will come 
of themselves, 


* * * 


The quality of an agent’s 

Having An personal accident busi- 

Eye to the ness is soon detected in 

Future. the claims department. 
When a solicitor is not 
over scrupulous about making an exact 
classification, the classification that the | 
company is entitled to and expects, 
namely, the most hazardous that the 
activities of the assured will place him 
in, the fact is soon revealed in the 
claims. 

It is a very common practice for the 
agent, in order to get the business, to 
make the least hazardous classification 
possible, to point this fact out to the 
prospect, with the idea of making him 
think he is getting something for noth- 
ing, or at least, getting his indemnity 
at a discount from the rates paid by 
most people. The psychology of the 
agent’s method is faultless, but it hap- 
pens that it isn’t honest, either to the | 
assured, or to the company who gets! 
the risk. The bargain instinct is a very | 
strong one with all of us, but it is pos- | 
sible for the agent to take advantage 
of the fact and still keep within the 
bounds of correct practices of his busi 
ness. 

When a claim is made under a per- 
sonal accident policy, the investigation 
that follows will be sure to reveal the 
fact that the assured was accepted on 
a wrong classification, and if liability 
is not denied altogether, the most that 
the assured can hope to get is a settle- 
ment based on the more hazardous 
class. The net result is a dissatisfied 
client for the agent, distrust by the 
company when it discovers his duplic 
ity, and an indefinite amount of harm 
owing to the assured’s spreading an un- 
favorable opinion of the agent and his 
company. 

Some men seem never to be able to 













| The ** EMPIRE” 
STANDS FOR 
Aggressiveness 
| | Prompt payment of losses 
| AND 
Clean methods 





Agents wanted who are unattached and can produce 
business 


Capital,$500,000 || 


Address Agency Department 


The Empire State Surety Company 
84 WILLIAM STREET, NEW YORK 








Liability Accident 
Boiler Disability 
Plate Glass Fly Wheel 





Automobile Liability and Defence 
Employers’ Compensation 
Industrial Insurance 


Casualty Company 
of America 


HOME OFFICE . NEW YORK 








H. E. ROWLANDS & CoO. 
2050 Amsterdam Avenue New York City 
RESIDENT AGENTS 


Fidelity & Deposit Company of Baltimore 


CASUALTY DEPARTMENT 


EXCEPTIONAL FACILITIES FOR HANDLING BROKERS ACCOUNTS 


SURETY BONDS 
Take a look at our 
New York Office 


56 Maiden Lane 
THE BANKERS SURETY Co. 


CLEVELAND 




















THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 
PLATE GLASS 
Pensonar accipent POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D, WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 














get the fact into their mental machin- 
ery, that confidence is the bed rock on 
which a big future business is built. Of 
course, the agent who is in the game 
merely to “do” everybody concerned, 
will not have to take that into consid- 
eration. But the man who is building 
for permanence, must figure on it as an 
important element. Big incomes are 
built up in the insurance business, not 
by the individual policies that are 
written, but on the clientele that a man 
acquires. Each day’s effort should be 
along the lines of adding to this clien- SAMUEL APPLETON, United States Manager 
tele, with an eye to future business, Employers’ Liability Buliding, 
rather than for the trifling policy of the | 33 Broad Street, Boston, Mass. 


day. ACENTS WANTED 
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The Western Life Indemnity Company 
of Chicago, offers exceptional opportunities to 
men who can write business. 

Address in confidence 


W. B. MUSSELMAN, 
General Agency Mgr. 


GEO. M. MOULTON, 
President 


Over $100,000 deposited with the State of Illinois 








A GIANT »™ SOUTH 


Its Name Is A Synonym of Strength 





Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


MEN OF CHARACTER AND ABILITY 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 
CHAS. D. PEARCE, President LOUISVILLE, KY. 


Joseph L. Durkin, Secretary Edward Madden, Treasurer 


John Langham, Jr., President 
The Home Life Insurance Company of America. 


INCORPORATED 1899 
Policy contracts contain g General Agents and 
the ay, 2: District Managers who 


DISABILITY CLAUSE /#jaeeeam 


business can secure a 


Non-Participating Rates 





«« Ground - Floor’’ con- 
tract. 





Guaranteed Annual Bonuses of 
20 Per Cent. of Premiums 


EXCEPTIONAL GOOD TERRITORY TO BE OPENED UP 





ADDRESS 


M. LALLY, Gen’l Mgr., 416-18-20 Walnut St., Philadelphia, Pa. 








WESTERN STATES LIFE 


INSURANCE COMPANY 
HOME OFFICE, SAN FRANCISCO 


WARREN R. PORTER, President 


Capital and Surplus fully paid in Cash - $1,360,206.73 
Policies up to the minute, over 3,000 ««BOOSTER”’ Stockholders. 
Desirable territory open in the Coast States for ««LIVE WIRES.” 


Address: PRATT & GRIGSBY, General Agents 
SAN FRANCISCO 











The Bankers Life Association of Des Moines 


A Mutual Association of Preferred Risks. Exceptional Record for 31 years for 
Low Rate of Mortality. Prompt Payment of Claims, Fconomy of Management, 
Security of its Funds and Satisfactory Results for its Policy Holders. 


Gross Assets January 1, 1911 - - $17,290,445.08 


ERNEST E. CLARK, President 


CLINTON L. BOOTH, General Agent, 246 Arcade, Cleveland, Ohio 
8. W. MEYERFELD, General Agent, 1328 Broadway, New York City 











VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


— Frorn-— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
Price $10.00 per 1,000; $1.50 per 100; 90c. per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAYING” 


Price $4.00 per 1,000; $2.50 per 50; $1.00 per 100 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $1.50 per 100; 9U0c. per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance . 
Price $10.00 per 1,000; $6.00 per 500; $1.50 per 100 


“A SERIES OF APOLOGIES by the ROYAL ARCANUM” 


Price $4.00 per 1,000; $2.50 per 500; $1.00 per 100 


“COUNTER CONSIDERATIONS ” 


Insurance for Property and Life 
Price $4.00 per 1,000; $2.50 per 500; 75c. per 100 
The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for whieh 
we are agents. 
Samples of any or all of the above sent upon receipt of 25c. 
postage. 





Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 





CHICAGO’S FINANCIAL GIANT 





Security Life Insurance Company of America 


W. O. JOHNSON, President, Rookery Bldg., Chicago 


Capital and Surplus Over $1,000,000 








For the Sells’ Ideal Agency, with the Security Monthly Income Policy 
Address, J. B. SELLS, Vice-President 


CHICAGO’S STRONGEST LIFE INSURANCE COMPANY 








| Georgia Life Insurance Company 


OF MACON, GA. 
W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 











WE HANDLE ALL LINES 





LIFE 





FIRE 








THE PERRY SOLICITORS CO. | 


INCORPORATED 


| 
GENERAL INSURANCE AGENTS | 
| 


A Live Office—Managed by 
Experienced Insurance Men 


10 WALL STREET 
NEW YORK 
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CASUALTY SURETY 


PHONE 554 RECTOR 























can produce men and] ° 











